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N. Y. MINIMUM DEPOSIT HEARING 





National Of Vt. Strongly Defends 
Right To High Cash Value Policy 


National Life of Vermont, in its 
statement at the New York depart- 
ment hearing on proposed regulations 
to curb minimum deposit abuses, 
strongly defended the right to issue 
high early cash value policies as being 
in the interest of those who want 
them, and yet at the same time not 
forcing all policyholders to buy and 
pay for what amounts to insurance 
against loss in the event of early sur- 
render. 

“National Life recognizes in the 
case of a policyholder who surrenders 
at the end of the first policy year that 
the cash value paid plus the cost of 
putting the policy on the books may 
exceed the gross premium paid by 


| the policyholder,” the statement said. 


“This situation is not necessarily con- 


fined to high cash value policies. This 
is also obviously true in the case of 
a holder of any of the company’s pol- 
icies who dies during the first policy 
year. 


Provides Dual Coverage 


“Thus the company, by issuing its 
P.E.P. and E-95 policies, is in effect 
providing the policyholder not only 
with insurance against death but also 
with a measure of insurance against 
the possibility that a need to surren- 
der the policy in the early policy years 
may develop. 

“National Life believes that such in- 
surance against the possibility of the 
need to surrender in early years is 
reasonable and proper. No policyhold- 
er who intends to surrender early will 


buy insurance for this purpose, be- 
cause the cost will, notwithstanding 
the high early cash values, still be 
comparable to that of five year non- 
renewable term insurance. People do 
not buy term insurance solely because 
it is cheap. 

“In the same sense, any New York 
admitted company which has tradi- 
tionally maintained all of its policies 
on a high early cash value basis pro- 
vides similar insurance to the policy- 
holder against the need of early sur- 
render. In the case of such a company, 
any policyholder who makes an early 
surrender ‘is able to obtain a benefit 
that must be paid by the continuing 
policyholders in the same class over 
(subsequent years.’ (Quotation from 

(CONTINUED ON PAGE 24) 





Occidental Head 
Denies McClellan 
Hearing Charges 


Charges made at the Senate hearings 
on labor racketeering that Occidental 
Life of California 
paid excessive 
commissions, se- 
cret commissions 
and deceived poli- 
cyholders in a 
number of union 
group cases were 
refuted by Presi- 
dent Horace W. 
Brower this week | 
at a press confer- _ 
ence at Chicago. 
Half a dozen re- 
porters from Chi- 
cago papers, which have given the 
hearings extensive coverage, the trade 
press and TV attended tle session. 

In making the denial, Mr. Brower 
admitted that his company made a 
mistake in not answering the charges 
immediately at the hearings last 
month, and he advised that anyone 
called to testify at Washington “go 
armed to speak up loudly and inform- 
edly ...so that the press will get 
your side of it.”” He said Occidental had 
refrained from comment at that time 
because hearings of that sort did not 
Permit cross-examination or an op- 
Portunity to present witnesses on the 
company’s behalf in order to put the 
whole story on record. He also charged 
committee counsel Robert Kennedy 
had accorded his company “improper” 
treatment by “insinuations and infer- 
ences” when Vice-president John C. 

dy appeared before the committee. 

Occidental has been involved in two 
‘earings in recent years. In May, 1957, 
it was charged with giving Dave Beck 
favored treatment in the form of mort- 
8age loans at a low rate of interest. In 

(CONTINUED ON PAGE 32) 





Horace W. Brower 


HEW Report Found 
Unrealistic On 
Care Costs Of Aged 


WASHINGTON—The__ report on 
health care of the aged that the depart- 
ment of Health, Education & Welfare 
has submitted to the House ways and 
means committee has put the cost 
figure at a more realistic level than its 
earlier estimates but even the billion- 
dollar estimate given now by HEW is 
far below what insurance experts see 
as the probable cost. 

Last June, E. J. Faulkner, president 
Woodmen Accident & Life, speaking 
for the A&S insurers, told the ways 
and means committee the total cost 
would exceed $2 billion. 

“Assuming an effective date of Jan. 
1, 1959, for commencement of pay- 
ments,” Mr. Faulkner told the com- 
mittee, “we estimate the first year cost 
of the proposed hospital benefits would 
be $1,370,000,000, surgical benefits 
$228,371,000, and nursing and home 
care $513,929,000, for a total of $2,112,- 
600,000. 

“Using these first year costs as a 
base, our actuaries have projected the 
cost for future years. For hospital bene- 

(CONTINUED ON PAGE 35) 


Life In Force In U. S. 
Tops Half-Trillion Mark 


Life insurance in force in the U.S. 
probably passed the half-trillion mark 
in March, according to Institute of 
Life Insurance. The total was esti- 
mated at $493 billion at the start of 
the year, and the figure by the end of 
March was, in all probability, in ex- 
cess of $500 billion. 

Coverage averages nearly $9,000 per 
family on a countrywide basis and 
more than $11,000 per insured family. 
This is more than double the coverage 
per family 10 years ago and well over 
three times the pre-World War II fig- 
ure, 





Allstate Life Hits 
$1 Billion In Force 
In Only 17 Months 


The phenomenal accomplishment of 
reaching the $1 billion milestone of 
insurance in force in its first 17 months 
of existence has been achieved by All- 
state Life. 

The company’s statement for 1958 
shows: insurance in force Dec. 21 of 
$996 million of which $107 million was 
ordinary and $889 million group. All- 
state Life began business in September, 
1957, operating in Illinois only. At its 
current rate of approximately $2 mil- 
lion of ordinary sales a week, the 
company exceeded the $1 billion point 
early in January, 1959. 

This puts all previous company re- 

(CONTINUED ON PAGE 35) 


O'Mahoney Probe's 
Counsel Setting 
Legislation Stage? 


McHugh At Zone 2 Stresses 
Federal Impotence Due To 
Recent High Court Rulings 


Sounding somewhat like a prelude 
to a discovery of need for congres- 
sional action, the talk that Donald P. 
McHugh, counsel of the Senate anti- 
trust and monopoly subcommittee, 
gave at the zone 2 meeting of National 
Assn. of Insurance Commissioners at 
White Sulphur Springs presented a 
pretty impotent picture of the present 
status of federal regulatory powers 
over interstate insurance business. 

“Even the narrow function of filling 
the interstices of state regulation ap- 
pears to be doomed in the present 
state of the law,” he said. “While fed- 
eral anti-trust enforcement in the in- 
surance field to date has been more 
illusory than real, it constituted, never- 
theless, an omnipresent sword of 
Damocles over state insurance depart- 
ments as long as it threatened to fall 
if state regulation proved inadequate. 
The Supreme Court in many areas 
has now largely demolished this threat 
of federal intervention.” 


Dual System Unsatisfactory 


Conceptually, the present dual sys- 
tem of federal-state regulation of in- 
surance leaves much to be desired, 
Mr. McHugh said. Developments oc- 
curring since the anti-trust subcom- 
mittee began its study “have further 
attenuated the minimal degree of fed- 
eral authority now existing.” 

In this connection he cited the Su- 
preme Court decisions in the National 
Casualty and American Hospital cases 
setting aside cease and desist orders 
of Federal Trade Commission prohibit- 
ing alieged false and misleading ad- 
vertising of A&S insurers. The Su- 

(CONTINUED ON PAGE 32) 








AN OFFICIAL PROCLAMATION and a cordial handshake from Florida 
Gov. LeRoy Collins (left) opens life insurance week in the sunshine state. From 
left are Gov. Collins; Cecil I. Williams, manager of Life of Georgia at Tallahassee 
and chairman of the week in the Tallahassee area; E. A. Faircloth, assistant 
commissioner; Willis H. Parker, district manager of Independent Life at Jack- 
sonville and president of Florida Life Underwriters Assn., accepting the pro- 
clamation, and J. Edwin Larson, commissioner. 
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Securities Dealers Assn. Warns Against 
Use Of Books Attacking Life Insurance 


A sharp warning against the use of 
books attacking life insurance has 
been issued by National Assn. of Se- 
curities Dealers, the quasi-govern- 
mental organization that has disci- 
plinary powers over securities sales- 
men, including those who sell mutual 
fund shares. 

The warning, which appears in the 
April issue of NASD News, says: 

“Association members are warned 
against use of certain published ma- 
terial that unfairly attacks ordinary 
life insurance and recommends the in- 
discriminate conversion of cash sur- 
render values into proceeds for the 
purchase of investment company 
shares or other securities. 


Cites Several Books 


“There are several books, brochures, 
and reprints of published articles now 
in circulation that securities dealers 
are being asked to purchase which 
support this proposition by misstate- 
ments, misinterpretation of facts, and 
dangerous and unqualified generalities. 
Dealers are being encouraged to use 
some of this material together with 
recommended form letters and ad- 
vertising as a method of increasing 
securities sales. 

“Serious violations of the SEC’s 
statement of policy on investment 
company sales literature can result 
from use of this material. 

“Much of the difficulty with this 
published material stems from efforts 
to oversimplify the actuarial basis of 
life insurance. This has_ resulted, 


Whitney Is Named 
Mass. Commissioner 


Democratic Gov. Furculo of Mass- 
achusetts has appointed Otis M. Whit- 
ney, a Republican, insurance commis- 
sioner. He succeeds Joseph A. Humph- 
reys who continued to serve after his 
term expired Jan. 31. Mr. Whitney’s 
term will run until Jan. 31, 1962. 

In 1951, Mr. Whitney was appointed 
commissioner of public safety by for- 
mer Democratic Gov. Dever who also 
mamed him a brigadier general of the 
national guard. He was promoted to 
major general by Gov. Furculo in 1957. 
He was a member of the Massachusetts 
house and was elected to the governor’s 
executive council in 1956 to fill a va- 
cancy. He also commands the state 
police. His appointment has gone to the 
executive council for confirmation. 





among other things, in erroneous state- 
ments about cash surrender values 
and death benefits under life insur- 
ance policies issued on a level pre- 
mium basis. 

“Representations to customers, as 
part of an over-all general sales ap- 
proach by a securities dealer, that 
ordinary life insurance is a ‘miserable 
investment’ and that existing cash 
surrender values should be realized 
and the proceeds used to purchase 
mutual fund shares or other securities 
can have most undesirable results, 
both to the public interest and to the 
good name of the securities business.” 


O.K. To Reprint Warning 


Neither THE NATIONAL UNDERWRIT- 
ER nor NASD News is copyrighted, so 
for those wishing to reproduce the 
foregoing statement for the use 
of their sales forces there is no need 
to ask for permission. 

I. M. McFadden of the Memphis in- 
vestment firm of Bullington-Schas & 
Co., who supplied the copy of NASD 
News, commented that he received it 
about the same time that he read the 
editorial in the April 4 issue of THE 
NATIONAL UNDERWRITER. This editorial, 
headed “An Area Where the SEC 
Could Do Some Good,” suggested that 
the SEC act against the use of the 
Ralph Hendershot book, “The Grim 
Truth About Life Insurance,” by se- 
curities salesmen in touting prospects 
off life insurance. 


Cites ‘Reputable Houses’ 


“As you will observe from the pub- 
lication of the NASD, they warn 
against the use of the very thing you 
are condemning,” Mr. McFadden 
wrote THE NATIONAL UNDERWRITER. 
“All reputable securities houses are in 
agreement concerning the improper 
use of unfair and incomplete compari- 
sons of whatever kind. 

“The trouble here, however, is the 
G. P. Putnam’s Sons Co. They are the 
folks. you should seek to do something 
with. When that book they put out 
was first issued, we read excerpts from 
it and immediately determined it was 
the worst sort of thing, and if possible, 
should be _ prohibited from _ being 
printed, much less used. 

“The fact that certain mutual fund 
salesmen had used this book in an 
unfair manner is no reason, however, 
why your editorial, and practically all 
previous editorials on the same sub- 

(CONTINUED ON PAGE 33) 





John J. Mitchell, 
manager of Coloni- 
al Life at Asbury 
Park, N. J., center, 
receives plaque 
and congratulatory 
handshake from 
Richard B. Evans, 
president on _ the 
occasion of Mr. 
Mitchell’s being 
named Colonial 
Life’s manager of 
the year. Mr. Evans 
made the presen- 
tation at the man- 
agers annual din- 
ner at the Savoy- 
Hilton Hotel, New 
York. Looking on 
is Richard D. Nel- 


son, executive vice-president. 








C. E. Magnusson New 


Minn. Commissioner 

Gov. Freeman has appointed Cy- 
rus E. Magnusson as Minnesota in- 
surance commissioner succeeding 
Cyril C. Sheehan who has served 
since 1953. 

Mr. Magnusson, who took over his 
duties April 15, is a graduate of the 
University of Minnesota and operat- 
ed an insurance agency at Two Har- 
bors, Minn., before becoming ex- 
ecutive secretary to Gov. Freeman. 
He also served four terms as mayor 
of Two Harbors. 


More Than 300 Pru 
Ordinary Qualifiers 
For President’s Club 


More than 300 leading ordinary 
agents attended Prudential’s Presi- 
dent’s Club conference at the Palm 
Beach (Fla.) Biltmore Hotel, even 
though qualifications for attending the 
conference were higher this year. 

Carrol M. Shanks, president, headed 
the list of officers on hand to address 
the conference. Other speakers were 
Orville E. Beal, executive vice-presi- 
dent, and Sayre MacLeod, vice-presi- 
dent in charge of ordinary agencies. 


Reed Introduces Leaders 


Alan L. Reed, 2nd vice-president, 
introduced leading agents, assistant 
managers and managers. Donald E. 
Bishop and W. Jackson Letts, 2nd vice- 
presidents, presided over the business 
sessions. 

Other speakers were Fred C. Huber, 
Miami, winner of the assistant man- 
agers trophy; Lewis C. Yount, manager 
of the trophy winning Seattle agency; 
Jesse D. Jones, Jacksonville, leading 
agent and first man to produce more 
than $3 million in one year, and Don 
K. Alford, manager of the leading 
brokerage agency at Chicago. 


Utah Department Begins 
Independence Sans $ 


Due to a legislative oversight, the 
Utah department, which has been sep- 
arated from the department of busi- 
ness regulation, will begin its indepen- 
dent operation May 12 without funds. 

After making the department inde- 
pendent, the legislature, in the con- 
fusion of the closing days of the ses- 
sion, neglected to provide any money 
for departmental operations from May 
12 until the end of the fiscal year, June 
30. The appropriation for the next 
biennium is indefinite, depending on a 
footnote to the regular appropriation 
for the department of business regula- 
tion. 

As of July 1, depending on legal 
interpretation of that footnote, the 
department faces the possibility of 
being stranded with no money or an 
inadequate amount. 











National Life Of Vermont Is Host 
At Maple Breaktast For Bankers 
More than 250 people took part in 
the traditional Vermont maple break- 
fast given by National Life of Vermont 
during the annual convention of Texas 
Mortgage Bankers Assn. at Dallas. L. 
Douglas Meredith, executive vice- 
president, was on hand to greet guests, 
which included officers of the Texas 
association, Mortgage Bankers Assn. 
of America, Federal Housing Admin- 
istration, Veterans Administration and 
Federal National Mortgage Assn. 
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Specific Standards 
For Separate Class 
Of Policies Asked 


A request that the proposed regy. 
lation covering high early cash valye 
policies be modified and clarified g 
as to permit the continued issuance 
of these policies if they meet clear 
and reasonable standards of what 
constitutes a separate class of insur. 
ance was made in the statement filed 
by John Hancock at the New Yor 
department’s hearing on high cash 
value policies. 

It was presented by Robert E. Slat. 
er, vice-president. 

Mr. Slater said that the Hancock's 
experience has shown that this policy 
can be issued without “discrimina- 
tion” against other policyholders of 
the “same class and equal expectation 
of life.” 


Self-Support A Different Point 


“Whether this class of policies js 
self-supporting under section 213.10 
is an entirely separate question and 
the regulation should be revised to 
make this clear,” he said. “While the 
assumptions underlying high early 
cash value policies are plainly differ. 
ent from those underlying other class- 
es of policies, nonetheless they produce 
policies that are as clearly self sup 
porting as other classes of policies 
issued by the company. As with other 
classes, we believe these underlying 
assumptions are reasonable but if the 
New York insurance department has 
any question regarding them—includ- 
ing the assumptions with regard to 
termination rates—we should be glad 
to review them in detail at any time.” 

Mr. Slater said the proposed regula- 
tion does not clearly set forth a defi- 
nition of “class” nor does it specify 
a set of standards from which it is 
possible to determine whether a given 
group of policies is to be treated as 
the same or a separate class for pur- 
poses of section 209. 


‘Generally Comparable Policies’ 


“Throughout the proposed regula- 
tion, references are made to ‘general- 
ly comparable policies’ and to ‘policies 
of essentially the same plan, ” he said. 
“But we do not find in the regulation 
any specification of the attributes of 
such policies which make them ‘gen- 
erally comparable’ or ‘essentially the 
same.’ We would suppose, however, 
that the regulation does not go as far 
as to say that all policies or all en- 
dowments, say, are to be treated a 
being in the same class. But on the 
other hand, it does not specify what 
plans must be considered together as 4 
class or what other factors may be 
relevant in addition to plan of insur- 
ance. : 

“By raising this question of what Is 
meant by ‘class,’ we do not mean to 
split hairs. We do not doubt that the 
discrimination laws are violated if 4 
company: issues two policies on the 
same plan and amount, where the 
policies are in all respects alike ¢% 
cept that one provides high early cash 
values and the other does not. In this 
instance, a purchaser of the first plat 
gets obviously greater benefits than é 
purchaser of the other. : 

“This easy case, however, 1S not 
what is found in fact. In actual cases 
it will be found that when high eatl! 


(CONTINUED ON PAGE 35) 
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eae A UNIQUE KIND OF SERVICE 
be glad Individual problems are more easily solved with the help of specialists. Copy is processed by a staff very familiar 
Bees with insurance copy, hence exacting “page for page” copy is not always necessary. A telephone call . . . and one of 
_< our experienced people can be on the way to help in the all important planning stages. 

oan SUBSTANTIAL COST SAVINGS 
ated as Specialized production methods guarantee savings up to 40% of normal costs. Elimination of unnecessary clerical 


_ and copy preparation chores saves untold internal costs. 


rate books? 


TEDIOUS PROOFREADING ELIMINATED 
— Where a client does not have the personnel to handle the proofreading of tedious rate and value copy, an experi- 
policies enced staff stands ready to assume this responsibility and guarantee complete accuracy. 


ulation 

30 TO GO DAY DELIVERY SCHEDULES 
. Life insurance clients have been amazed at schedules of as low as 30 working days on books of as many as 500 
pages and more. Professional planning makes the difference — capacity to produce insures the desired results. 


— in short, life insurance management likes our 
nay PROFESSIONAL APPROACH (0 rate book and rate 


hat i manual production. 


on. the References from our list of over 250 satisfied life clients are available upon request. 


= ADVERTISING DUNC AN and COPEL AND. INC. ADVERTISING 


, early 1038 WEST PEACHTREE STREET, N.W., ATLANTA, GEORGIA e- TRinity 5-7724 
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Insurers Ask Revisions In Minimum 
Deposit Rules; Call Them Too Broad 


While expressing general agree- 
ment with the New York department’s 
purpose in draft- 
ing its proposed 
minimum deposit 
curbs, New York 
Life would like 
them revised so as 
to limit them to 
high early cash 
value policies. The 
company does not 
issue a high early 
cash value policy. 

“Such regulation 
should not be so 
broad as to con- 
flict with sound and well established 
business practices in other areas to the 
possible detriment of the insuring pub- 
lic,’ said New York Life’s statement, 
presented at the department’s hearing 
by James T. Phillips, senior vice-pres- 
ident and chief actuary. 


Offers Substitute Language 


The company was concerned lest the 
anti-discrimination part of the regu- 
lation be construed as barring legiti- 
mate differentiation in cash values be- 
tween policies in different classes. It 
suggested substituting this language: 
“No company shall provide for a cash 
value in the first policy year in excess 
of any applicable statutory minimum 
value unless, upon reasonable assump- 
tions as to expenses (including com- 
missions), mortality, investment in- 
come and lapses, such excess can be 
justified.” 

New York Life also asked that the 
section dealing with fifth dividend op- 





James T. Phillips 


tion used to buy term insurance in the 
amount of the policy loan be clarified 
so as not to require New York Life's 
one-year term rider to be made avail- 
able on all plans and for all amounts. 
“It would seem,” the statement said, 
“that a company should be free to 
exercise its discretion in introducing 
some particular features which are 
basically sound for some markets with- 
out being required to make such fea- 
tures available in plans and for 
amounts where their appeal and use- 
fulness are of questionable value.” 


Needed In Some Situations 


The company urged that the re- 
quirement for continuing illustrations 
to life expectancy be limited to high 
early cash value policies involving spe- 
cial financing arrangements. It said 
that the desirability of presenting com~ 
parisons for the period of life expect- 
ancy is understandable with minimum 
deposit contracts where the mainte- 
nance of the maximum loan will ulti- 
mately result in a decrease in the in- 
surance coverage, accompanied by an 
increase in cost.” 

The company contended that it would 
be a practical impossibility for com- 
panies generally to revise, by the July 
1 date mentioned in the regulations, 
their dividend illustrations prepared 
for general use. Usually revisions of 
dividend illustrations are tied in with 
revisions of dividend scales, which are 
normally made as of Jan. 1, the state- 
ment pointed out. 

New York Life also commented on 
the possibility that the proposed re- 

(CONTINUED ON PAGE 34) 














FLEXIBLE INCOME 
FOR LIFE CONTRACTS 


Optional deferred maturity provision, offers .. . 


@ at original maturity date, policyowner can 
defer settlement for up to five years and leave 
proceeds with the Company to accumulate at 


guaranteed interest. 
@ at any time within this five year period he can: 
Draw out cash value plus interest. 


Start receiving monthly retirement checks 
under any of six optional modes of settlement. 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA, PENNSYLVANIA 


The 








Group Life Study On 
Executives Relates 
Coverage To Salary 


Group life insurance for business 
executives ranges from an average of 
about one and two-thirds times an- 
nual salary for those with an income 
of $15,000 a year to about six months’ 
salary for the $100,000 a year execu- 
tive, according to a pilot study of ex- 
ecutive death benefits by the National 
Industrial Conference Board. 

The study included forty medium- 
sized to large, nationally known 
manufacturing and non-manufactur- 
ing firms. 

Executives with annual incomes up 
to $35,000 have group life coverage 
equal to or exceeding one year’s sal- 
ary in three-fourths of the companies 
reporting, according to the study. Close 
to one-third of the companies reported 
covering some _ executives for an 
amount two to three times annual 
income. 


Ranges From A High Of $300,000 


Maximum coverage on management 
personnel ranged from a high of $300,- 
000 in one company to a low of $10,000 
in another, with an average of $50,000 
for all companies. 

In commenting on the study, Insti- 
tute of Life Insurance noted that “this 
protection for the families of business 
executives is a supplement to their 
own individual life insurance pro- 
grams.” 

The amount of group life on execu- 
tives in all reporting companies was 
dependent upon salaries. In the higher 
salary brackets, as income increased, 
the average amount of coverage was a 
lesser percentage of annual salary. 
Among those making $25,000 a year, 
the average was about one and one- 
half times annual salary; at $50,000, 
group life coverage was about equal 
to annual salary, and for executives 
earning $100,000 annually, it was about 
one-half. 

In three-fourths of the companies, 
insured executives and their employers 
jointly contributed to premium pay- 
ments. Of the others, about half of the 
companies assumed the entire cost of 
group plans and the other half paid 
a substantial portion of the premium. 

Plans with group permanent life, 
which the institute reports accounts 
for nearly 10% of the employe group 
life in force, were included in the 
programs of one out of eight compa- 
nies. Executives of these companies 
purchased paid-up policies of varying 
amounts and their employers paid the 
premiums for term coverage which 
thus increased total coverage during 
working years. 

Twenty-six out of 35 reporting 
companies provided for a continuation 
of their executives’ group life cover- 
age into retirement. One company had 
special provision for widows’ pen- 
sions payable after the death of re- 
tired employes. The majority of these 
companies reduced the amount of life 
coverage either to a flat’sum upon re- 
tirement or gradually decreased the 
amount prior to retirement. Three- 
fourths of the companies providing 
reduced protection paid the premiums. 

Northwestern National Life had its 
best March with ordinary sales of 
$16,400,000, an increase of 12%% over 
March of 1958. The company was 
174%% ahead of the first quarter of 
1957 in new ordinary sales at the end 
of March. 
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New Study Sees 
Big Insurance Gains 
Ahead In Cal. 


LOS ANGELES — Unprecedenteg 
growth for insurance in the California 
market has been forecast by Dr. Rob- 
ert R. Dockson, dean-elect of the 
University of Southern California 
school of commerce, in a new economic 
study published by Union Bank. 

Entitled “Growth Pattern: The In- 
surance Industry in the California 
Market,” the study is the second in a 
series by Dr. Dockson, who is consult- 
ing economist to Union Bank. Dr, 
Dockson’s first study on the dynamic 
Los Angeles metropolitan area was 
published last year and gained nation- 
wide attention for its projections 
which pointed to a population of 10,- 
300,000 for the two-county area by 
1975 and forecast that Los Angeles 
was destined to become the world’s 
number one metropolis. 


Doubling The Market 


The insurance study forecasts a 
doubling of the insurance market in 
California by 1975, with total premi- 
ums for all lines expected to reach 
from $5.5 billion to $6.5 billion, com- 
pared with $2.5 billion in 1957. Total 
premiums have advanced 515% in Cal- 
ifornia since 1940 compared with 345% 
for the nation as a whole. 

Dr. Dockson stated that all types of 
insurance participated in this tremen- 
dous growth, but at varying rates, with 
disability insurance up more than 
2400% and automobile up more than 
700%. Life insurance represented the 
smallest increase but still advanced 
about 300%. 

The study estimates that 47% to 51% 
of the state’s insurance business is 
located in the Los Angeles metropolitan 
area, and as this area continues to 
expand at a rate faster than the rest 
of the state, this percentage can be 
expected to become still higher. 


Replacing San Francisco 


Los Angeles has replaced San Fran- 
cisco as the dominant insurance center 
in the state on the basis of employ- 
ment, according to Dr. Dockson. There 
were approximately 80,000 workers di- 
rectly employed in insurance in Cali- 
fornia during 1957, and in addition, 
about 130,000 original and renewal 
licenses were issued to brokers, agents 
and solicitors. 

Dr. Dockson reported that there 
were 639 authorized insurers in Cali- 
fornia in 1957, but no single institution 
dominates the market and _ records 
show that some of the smaller com- 
panies have done well. Of the total, 
172 were life insurers, 453 were fire, 
marine, casualty and miscellaneous, 
and 14 were title companies. Ninety- 
four of the companies were domiciled 
in the state and a majority of these 
had their head offices in the Los An- 
geles metropolitan area. 

According to the study, the average 
California citizen owns more life i1- 
surance than the average citizen in the 
rest of the country. Total life premiums 
will range from $1.8 billion to $21 
billion by 1975, compared with $874 
million in 1957. 


Jefferson Standard Life sales in 
March were more than $26,608,000, uP 
$6,733,000. Paid business for the first 
quarter totaled $52,777,524. Insurance 
in force in the first quarter gained 
$24,321,123, bringing total insurance 
in force to $1,828,192,661. 
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Detroit, Michigan 
February 12, 1959 





GEORGE STEINBERGER 


Mr. F. J. O’Brien, Vice President 
Franklin Life Insurance Company 
Springfield, Illinois 
Dear O’B: 
The Friendly Franklin is for the larger producer, too! 
After four consecutive years of million dollar production prior 
to joining the Franklin, and six years consecutively since, I 
have noted the following differences. Since I have had the 
Franklin Specials to work with, I have had... 
(1) More time for my family. 
(2) More time for civic activities. 
(3) More money by far. For example, my first year 
commissions on the last three months production in 
1958 were some $3,000 more than in any full year 
prior to joining the Franklin. 
In other words, O’B, a lot more money for a lot less time, thanks 
to our Exclusive Plans—with particular emphasis on our 
wonderful new Family Protector. As a result, what I had hoped 
for when I started in the life insurance business has now become 
an actuality, dating from the day I became a Franklinite. 
Sincerely, 
George Steinberger 


An agent cannot long travel at a faster gait than the company he represents! 
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3 ot BA COMPANY 
CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the U.S. devoted 


exclusively to the underwriting of Ordinary and Annuity plans 
Over Three Billion Dollars of Insurance in Force 
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SEE HERE, MR. PRITCHARD! 





HeNATIONAL UNDERWRITER 


Chicago Life Assn. Takes Up Gauntlet; 
Huge Sales Meeting Evidences New Spirit 


By WILLIAM H. FALTYSEK 


Oren D. Pritchard, president Nation- 
al Assn. of Life Underwriters, com- 
mented at the annual sales conference 
last year of Chicago Assn. of Life 
Underwriters that in spite of the large 


membership of the Chicago association, 
the turnout for a like affair in his 
town (Indianapolis) was much greater. 
A speaker at the Chicago meeting, he 
had already complimented the associa- 
tion on the excellence of its meeting, 
but said he couldn’t help noticing that 


400 attendees out of a membership 
exceeding 2,000 was not overwhelming. 

It so happens that Mr. Pritchard had 
touched upon a point that was obvious 
for some time. Although the associa- 
tion had top speakers and really 
worthwhile programs, attendance left 
much to be desired. Seeds from Mr. 
Pritchard’s verbal sowing must have 
fallen on fertile ground, for this year 
an enthusiastic crowd of nearly 900 
turned out for the Chicago meeting, 
including Gov. Stratton of Illinois as a 
speaker. Of course, the revitalized as- 
sociation staff and the truly Herculean 














“No wonder I like to sell John Hancock” 











He’s career-trained for 
confidence ...and sales 
The John Hancock man approaches all life insur- 


ance problems confident of his ability to serve his 
clients’ needs. There’s a reason for this confidence 


—he’s career-trained. 


At the John Hancock training is more than acquir- 
ing knowledge. It is a continuous process of develop- 
ing an individual’s attitudes, skills, and work habits 
—plus giving him thorough insurance knowledge. 
From the time he enters Initial Training until he 
completes the advanced courses in Life Underwrit- 
ing and Business Insurance, the John Hancock man 


grows in confidence. 


Yes, with a modern life insurance portfolio — and 
career-training, too— no wonder he likes to sell 


John Hancock. 
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efforts of the sales congress committee 
had nothing to do with it. At any rate, 
support of Chicago association actiyj. 
ties seems to be undergoing a renais. 
sance. 

The first speaker and first to dis. 
cover that the audience was really a 
live one was O. Alfred Granum, pro- 
duction manager, Northwestern Mu- 
tual Life, speaking on “Mountains To 
Climb A Step At A Time.” 

Mr. Granum developed the thought 
that it is the work of an instant to 
view distant mountains and visualize 
one’s self at the top, but the journey 
often entails looking for the trail, 
rugged climbing, etc. The view of the 
mountain top is often lost on the way. 


Same True For Life Agent 


The same holds true for the success. 
ful life agent, he said. Success may be 
visualized in an instant but it must 
be reached a step at a time. By looking 
at the job as a series of relatively 
simple activities, the way will be found 
to the top. 

Mr. Granum, a life member of the 
Million Dollar Round Table, gave the 
five steps he used to achieve success; 

“1, Propect among persons you fee] 
you know enough about to go and see. 

“2. Ask the prospect in person if he 
has any objection to discussing his life 
insurance program with you. The an- 
swer depends on whether you wish to 
follow through or not. For those more 
difficult to reach, send a letter or cal] 
by phone. 

“3. See the prospect privately. If he 
won’t take you out of the reception 
room, you cannot talk successfully. 
Know exactly what you want to say. 
The first few words are very 
important. The talk can be flexible 
but do have a track from which you 
cannot be shaken. 

“4. Remember you are not getting a 
hearing but you are giving a hearing 
to the prospect. Do as little talking as 
possible and let him speak his mind. 
Find out what kind of a person the 
prospect really is—his objectives in 
life, how he feels about taking care of 
his family after his death. Listen with 
a third ear. In other words, do some 
indirect conversational prospecting 
without actually asking the names 
of new people. When you have all of 
the facts, close the interview and set 
up a date for review of the proposal 
with the prospect and his wife.” 


May Spend Large Portion 


Mr. Granum pointed out that even if 
the prospect is making a large salary 
and the proposal calls for spending 
only a small fraction of his total in- 
come, he may be actually spending a 
large portion of his disposable income, 
and the wife should have a voice in 
this decision. 

“5. Try to standardize your close 
and make it short. Also remember 
that the wife hasn’t heard all about 
the program from her husband, so she 
should be given a little review of her 
husband’s objectives, the problem and 
what you can do for him.” 

Mr. Granum said that it is absolutely 
essential that there is emotional motl- 
vation at this point or the prospect 
will be apt to say, “This is just the 
kind of life insurance program I want 
some day.” 

“When we have come upon a Sue 
cessful sales method and _ have that 
all-important sensation that we must 
about the contribution we are making 
with our lives, we are at the top 
the mountain”, said Mr.Granum. | 

Carl S. Winters, minister of Fis! 
Baptist Church, Oak Park (IL.), who, 
after almost 20 years, has resigned 

(CONTINUED ON PAGE 18) 
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LIFE INSURANCE EDITION 





WHY NOT BE A BIG COG IN A BIG WHEEL? 


Ever been asked whether you want to be a little 
cog in a big wheel, or a big cog in a little wheel? 
There is only one answer: you want to be a big 
cog in a big wheel. 


The Pilot wheel is a big and growing one. And this 
55-year-old multiple-line company soon wants 
General Agents to set up agencies in a few select 
territories. 


Here is opportunity to grow with Pilot, to steer 
your own course to greater income, community 
influence and prestige as a Pilot General Agent. 


This Pilot wheel encompasses a dynamic area of 
influence: three million people protected . . . scores 


of new insurance ideas... more sales in °58 than 
in the Company’s first 30 years... one of America’s 
greatest growth companies. 


Want to grow with Pilot as a General Agent? 
Write the Pilot. 


JInsuvance Company 


LIFE, GROUP, ACCIDENT & SICKNESS © PILOT TO PROTECTION FOR OVER FIFTY-FIVE YEARS 
GREENSBORO, NORTH CAROLINA 





é 


O. F. STAFFORD, PRESIDENT 
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PHOENIX MUTUAL CONTENDS: 





HieNATIONAL UNDERWRITER 


Proposed N.Y. Curb Wouldn’t Cut 
Sales Of Minimum Deposit Plans 


While the New York department’s 
proposed regulation for curbing mini- 
mum deposit abuses would, as now 
written, “unquestionably seriously in- 
convenience a great many companies, 
both those writing minimum deposit 
insurance and those that do not, we 


question whether it would reduce ap- 
preciably, if at all, the amount of 
business written on the minimum 
deposit basis in New York state or 
elsewhere.” 

This view was expressed in a state- 
ment filed by Phoenix Mutual with the 













i INDIVIDUAL BENEFITS | 





SUMMARY 





DETAILS 
OF THE PROGRAM 











FOR YOUR CLIENTS 


GUARDIAN’S New Pension Trust Program offers many attractive 
features for your best pension prospects—firms with from five 


to fifty employees, including: 


* High early cash values 


* Guaranteed Issue-—without 
increase in premium or 
reduction in dividend— 
on as few as 10 lives 


* Premiums graded by policy 
size 


For complete information, call the GUARDIAN manager 
in your area, or write our Pension Trust Division. 


The GUARDIAN Life insurance Company 
OF AMERICA 


A Mutual Company ® Established 1860 










cost 





: @BOUT THE COMPANY : 








GUARANTEES 
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Tailored 
Pension 


Programs 






* Free valuation of auxiliary 
funds 


* Personalized consultation 
and proposal service 


* Attractive binder for filing 
policies 





SO Union Square, New York 3, New York 


New York department at the hearing 
conducted on the department’s pro- 
posed regulation No. 39. 

“The crux of the problem as indi- 
cated in the department’s preamble 
lies in the first year policy loan—not 
in whether or not the insurer has a 
uniform cash value provision,” the 
statement said. “If the department 
feels that the companies cannot solve 
these problems themselves, we would 
suggest that the department direct its 
attention to provisions making a sub- 
stantial volume of first year policy 


loans impracticable for the insurers 


on any plan. Without some such pro- 
vision, the problems will continue to 
exist on policies written with first 
year policy loans by companies with 
a policy which under no possible in- 
terpretation could be considered dis- 
criminatory.” 

As regards high cash value, the 
company’s position is that policies con- 
taining these values are not in them- 
selves discriminatory and that the high 
cash value policies written by Phoenix 
Mutual are, in its opinion, in no way 
discriminatory. 


Two Conditions Cited 


“It is our contention,” the statement 
continues, “that discrimination cannot 
exist among policyholders due to the 
existence of any particular policy form 
if two conditions are met: The parti- 
cular policy itself is self-supporting, 
and all policyholders who meet the 
same underwriting standards may buy 
the policy. 

“We believe not only that our high 
cash value policy will prove to be self- 
supporting but also that our other 
policyholders are substantially better 
off due to its existence, since monies 
collected on this policy help substan- 
tially to defray existing overhead, and 
will, we believe, give a fair contribu- 
tion to surplus.” 

Phoenix attacked the requirement 
that no policy will be approved which 
departs from what the regulation calls 
“a regular pattern of computation of 
cash values.” 

“This definition,” said Phoenix, “is 
ambiguous. It should be explained and 
amplified. If, for example, it is to be 
interpreted as requiring a uniform 
deduction from reserve in calculation 
of cash values regardless of the plan 
or minimum amount, we believe that 
serious inequities among policyholders 
and serious repercussions in the indus- 
try will result. 


All Depart Somewhat 


“Almost every company doing busi- 
ness in New York state has policies 
which depart from ‘the regular pattern 
of computation of cash values.’ This is 
a development of long standing in the 
insurance industry approved over a 
period of at least 40 years by the New 
York department. A change in the 
requirements by the New York depart- 
ment will provide a major upheaval 
within the industry, including revisions 
of policy forms of most companies. 

“If a custom of such long standing in 
the industry is to be changed, we be- 
lieve that the proper and orderly 
method of change is through appropri- 
ate legislation, not through administra- 
tive interpretation of a regulation that 
has consistently been interpreted as 
permitting existing practices. 

“Although for practical reasons in 
almost all companies the majority of 
policies have standard surrender 
charges (or standard formulas for cal- 
culating the excess of the nonforfeiture 
factor over the net premium), there is 
no basis for the belief that such a 
pattern regardless of plan or amount 
produces a greater degree of equity 
among policyholders than any of a 
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Government Impact 
On A&S To Be Subject 
Of HIA Annual Panel 


The annual meeting of Health In. 
surance Assn. at the Bellevue-Strat- 
ford Hotel, Philadelphia, May 4-6, wil 
feature three panels, the first of 
which, moderated by John A. Henry, 
vice-president and general counsel 
Continental Casualty, will deal with 
the impact of government on health 
insurance. 

Members of the HIA staff will hold 
a panel discussion entitled, “Staff 
Looks at the Problems,” moderated by 
Robert R. Neal, general manager. 

The final panel session, Tuesday 
morning, will discuss the achieve. 
ments and problems of Health Insur- 
ance Council, and will be moderated 
by Ardell T. Everett, Prudential. Mem- 
bers of the panel are Arnold B. Brown, 
Metropolitan Life; Charles D. Scott, 
Great American Reserve, and Louis 
A. Orsini, HIA assistant director of 
information and research. 

Presiding at the Tuesday afternoon 
general session, which will be de- 
voted to activities of Health Insurance 
Institute, will be H. Clay Johnson, 
Royal-Globe, who as chairman of the 
HIA public relations committee, will 
report on his committee’s work. An 
address, “What Interests People?” by 
John W. Hazard, senior editor of 
Changing Times, will follow. 

James R. Williams, vice-president 
of the institute, will report on the in- 
stitute’s public relations program. Dr, 
Herold Hunt, Harvard graduate school 
of education, will speak on public edu- 
cation and its relationship to business, 

Wednesday morning W. Douglas 
Bell, Paul Revere Life, will report on 
developments in Canadian health in- 
surance. Commissioner Sam N. Beery 
of Colorado, vice-president of National 
Assn. of Insurance Commissioners, 
will substitute for NAIC President 
Paul Hammel, Nevada commissioner, 
who was forced to withdraw from the 
program because of illness. 





variety of other methods of calculating 
policy cash values.” 

It is Phoenix’s position that no 
greater loss per $1,000 is sustained on 
early surrenders of high cash value 
contracts for substantial amounts than 
under standard cash value contracts 
for small amounts being issued daily 
by all insurers. It emphasized that the 
policy is being written by a number 
of companies with a tradition of very 
conservative management and that this 
fact in itself should give some weight 
to the fact that, properly underwritten, 
such business will prove self support 
ing. 

“We feel that the unfortunate lapse 
results of certain companies can 
ascribed to disregard of the basic un- 
derwriting requirement for successful 
issue of high cash value business,’ 
said the Phoenix statement. 

The modification of what constitutes 
a first year gross premium so that any 
first year policy loan would diminish 
the first year gross premium was Tl- 
ticized by Phoenix as “more than a 
interpretation of section 213—it § 
clearly a rewriting of the section.” 

“We also question the advisability of 
not permitting a leveling of co 
sions so that the decrease in first yea? 
commissions could be paid out in high- 
er renewals,” the statement added 
“The regulation as written, taken with 
subsection 8e, would effectively ha 
vent higher renewal commissions.’ 
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LIFE INSURANCE EDITION 


Three major principles have governed The 
Employers’ Life entry into the business. Salability, 
simplicity, and liberality of policy portfolio, policy- 
owner benefits, and Agent compensation give The 
Employers’ Group Agent a ‘‘New Approach to 
Life” for his clients. 

As a tangible example of our new Approach, the 
sales aid illustrated above is streamlined, pocket- 
sized and complete as to rates, quick quotation page, 
and simplified application. 

Maximum effectiveness with minimum time spent 


THE 





...a new approach to Infe 





will be the end result for the Man with the Life Plan. 

If you are an Agent who is looking ahead. . . an 
Agent who plans, why not see for yourself The 
Employers’ Life complete and competitive portfolio, 
new and exclusive policy contracts, unusual and 
liberal features. The entire program has been designed 
to make it easier for the Agent to sell and easier for 
the prospect to buy. Of course, a special invitation is 
extended to Agents now representing The Employers’ 
Group . . . one of the few nation-wide, full-line Life 
and Property carriers. 





INSURANCE COMPANY OF AMERICA 
} EXECUTIVE OFFICE: 110 MILK STREET: BOSTON 7, MAMISACHUSETTS 
ONE OF THE EMPLOYERS’ GROUP OF INSURANGESCOMPANIES 
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44 Provident Mutual 
Agents Qualify For 
Million Dollar Group 


At the 1959 meeting of Provident 
Round Table, the leaders organization 
of Provident Mutual Life, at the Holly- 
wood Beach (Fla.) Hotel, 44 members 
were presented with awards for indi- 
vidual annual production of more than 
$1 million. Round table qualifiers, who 
averaged $616,000 of annual produc- 
tion, numbered 176. 


HieNATIONAL UNDERWRITER 


Lewis C. Sprague, vice-president and 
manager of agencies, introduced the 
theme of the meeting, “Opportunity 
Unlimited,” and congratulated the field 
organization for its contribution to 
Provident’s 14th consecutive month of 
record production. 

The million dollar producers, acting 
as speakers or moderators during the 
room-hopping session of the three-day 
meeting, gave details of their methods 
and demonstrations on how they or- 
ganized themselves for sales and client 
building in today’s expanding market. 


Equitable Society 
Launches National 
Anti-Polio Campaign 

Equitable Society has launched a 
national press, industrial and commu- 
nity campaign aimed at the 50 million 
Americans under age 40 who have yet 
to take or complete Salk anti-polio 
vaccinations. 

Spearhead of the campaign is a press 
kit being sent to every daily and week- 
ly newspaper in the country and to 





A case for 


SETNA LIFE’S 


BUSINESS PLANNING 


SERVICE 


AA TNA LI F E INSURANCE COMPANY 


You know this conipany well . . . they're hiring 
men... they're expanding. You know the two 
ambitious partners, Stu Nelson and Jay Cox. Per- 
haps you provided the needed insurance cover- 
ages for their business property. 


They used foresight then . . . but have they 
planned for the future of the business should 
death strike? They are perfect prospects for an, 
Etna Life Business Insurance Plan. The Business ~ 
Planning Department of a nearby A®tna Life 
General Agency stands ready to help general 
insurance men develop and sell these 


substantial cases. 


Check your files for companies 


(and men) like these, 
today! : 


lication written 











Service to General Insurance Men 
“Compass” is a monthly Aitna Life service pub- 

i especially for general insurahce 
men and brokers. It points out unusual opportu. _ 
nities for building commissions and for cementing 
relationships with your clients and their attorneys 
and accountants. To receive your copy regularly _ 
write: “Compass”, Aitna Life Insurance Company, __ 
Hartford 15, Conn. Le Ce 














Affiliotes: ATNA CASUALTY AND SURETY COMPANY © STANDARD FIRE INSURANCE COMPANY © Hartford, Connecticut 
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the wire services. The kit contains q 
vaccination poster, the leaflet “Com. 
mon Sense About Common Diseases” 
and an urgent message from Dr. Nor. 
vin C. Kiefer, chief medical director, 

In his message Dr. Kiefer says 
“There are two ways to develop im. 
munity to polio—either by contracting 
the disease or by being vaccinated, 
One way is often drastic, sometimes 
tragic. The other is painless, cheap 
and safe. Which will you choose fo; 
yourself and your family?” 

Dr. Kiefer points out that the dis. 
couraging fall-off in the Salk innocy. 
lation program following its introduc. 
tion in 1955 was undoubtedly respon. 
sible for the 40% rise in the 1958 polip 
rate. 

The press kit is also being sent to 
business firms having Equitable group 
coverage, to Equitable agents and to 
local and state health organizations 


All American L.&C. 
Adopts Audio-Visual Plan 


All American Life & Casualty intro. 
duced to its field force at an agency 
meeting in Evanston, IIl., a film entitled 
“Your One Priceless Asset,” custom 
written for one of the company’s most 
popular policies. The reception was s9 
enthusiastic that all the machines and 
films were purchased on the spot. 

All American L.&C. made a study of 
the success of the audio-visual sales 
method, which has been used in other 
industries but is relatively new to 
insurance. 

Another highlight of the two-day 
meeting, attended by 218 agents and 
managers, was the introduction of a 
method of prospecting for new agents 
which the company feels will be a 
successful recruiting tool. 

The meeting also featured a dinner 
in honor of the production leaders who 
received plaques from President E. £ 
Ballard. Robert M. Nolan of the Riley 
agency of Gary, Ind., was named “All 
American of the Year,” and H. A 
Lanigan, Miami, and John N. Metro- 
pulos, Park Ridge, Ill., were named 
managers of the year. , 


New Records Set In 
First Quarter By BMA 


Sales of Business Men’s Assurance 
in the first quarter rose nearly 16% 
over a year ago to set a new high for 
any first quarter. New insurance paid 
for totaled $95,929,277 compared with 
$82,915,407 a year earlier. Insurance 
in force during the quarter rose $46,- 
065,793 to $1,573,553,033; in 1958 the 
gain was $34,829,205. 

Total income of $15,045,719 was a 
gain of 3.7%. Investment income was 
$1,707,851, up 11.2%; premium it- 
come of $12,570,184 was a gain of 4.7%. 





Richard B. Evans Honored At 
Colonial Life Managers Dinner 

Richard B. Evans, president of Col- 
onial Life, was honored at the annual 
branch office managers dinner at the 
Savoy-Hilton Hotel, New York, with 
a gift and a hand-illuminated leather 
bound testimonial book containing the 
results of a sales campaign in honor d 
his 25th anniversary with the compaly. 

During the campaign, which 
place in the last quarter of 1958, the 
record placed business totaled $21 
491,500, a quarterly gain of 182%, até 
an increase of 131% in_ ordinaly 
placed business. 


Pilot Life’s sales in March totale 
$22,643,000, a record. Ordinary s#lé 
in March, president’s month, also # 
a record. 
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Princeton (35) and Yale (34) see eye-to-eye 
on retirement plan for Taylor Drug Stores 
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Jack Langan discusses additions to 
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Dick Weldon discusses a ‘50,000 increase 
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Big moment for “Buck” Hubbard and Eriez 
as insured pension plan is launched 
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performed by a New England Life agent. You 








will agree, we hope, that they encourage a broader 
appreciation of the varied uses of life insurance, 
and add to the stature of the life underwriter in 
the eyes of a prime market. New England Life has 
been advertising to this market since 1941. 
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of over $2 million. Nicholas R. Montal- 
to, assistant district manager at Fiat- 
bush, whose average per man sales 
credit for paid-for ordinary was $963,- 
700, for a total of $9,637,000, was 
leading assistant district manager. 
The Yonkers district agency, under 
John F. Meehan, manager, won the 
president’s trophy, and the Tremont, 
N.Y., agency, headed by District Man- 
ager James A. Mullin, won the vice- 
president’s trophy for group sales. The 
president’s trophy for outstanding de- 
velopment of new territory went to 


Richard Sherman Is 
Named John Hancock 
Top District Agent 


Richard Sherman, of the Flatbush, 
Brooklyn, district agency, whose paid- 
for ordinary sales amounted to $2,248,- 
000 during 1958, was named John 
Hancock’s leading district agent during 
the annual President’s Club meeting 
at the Hollywood Beach (Fla.) 
Hotel. 

Alfred Martin, also of the Flatbush 
district, was runner up with credits 
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Democracy is Not a Party 


..-IT’'S A WAY OF LIFE! 


* 
ALL AMERICAN LIFE & CASUALTY COMPANY BELIEVES... You 
deserve to own your own business—not just rent it! 
* 
ALL AMERICAN LIFE & CASUALTY COMPANY BELIEVES... You 
should have vested interests for yourself and your heirs. 
* 
ALL AMERICAN LIFE & CASUALTY COMPANY BELIEVES ... You 
should have policies designed to meet the ‘‘wants" of your prospects. 
* 
ALL AMERICAN LIFE & CASUALTY COMPANY BELIEVES ... The 
producer should be awarded a greater percentage of commissions 
for larger production. 





* 

ALL AMERICAN LIFE & CASUALTY COMPANY BELIEVES ... The 
producer should receive a greater percentage of renewal commissions 
for @ job of quality production. 

* 

ALL AMERICAN LIFE & CASUALTY COMPANY BELIEVES ... Men 

gravitate to what is best for themselves and their families. 











Why not investigate NOW one of the most talked about com- 
panies in America and learn the startling facts about Democ- 
racy in action—through the outstanding contracts and policies 
of All American Life & Casualty Company. 








WRITE: 


Mr. E. E. Ballard, President, All American 
Life & Casualty Company. All American 
Building, 505 Park Place, Park Ridge, Illinois. 






ALL AMERICAN 


4 
Oa Onsualty Company CHICAGO, ILLINOIS 


General Offices: ALL AMERICAN BUILDING PARK RIDGE, ILLINOIS 
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John F. Meehan, 
district manager of 
John Hancock at 
Yonkers, N. Y., 
center, accepts the 
president’s trophy 
from Byron K. 
Elliott, president, 
during the annual 
President’s Club 
meeting at the 
Hollywood Beach 
(Fla.) Hotel. Frank 
B. Maher, vice- 
president in charge 
of district agencies, 
looks on. 
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Branton Jr. The eastern New York, 
New Jersey and Connecticut region, 
headed by John P. Hennessey, was the 
regional territory leader. 

Speakers during the President’s Club 
sessions included Byron K. Elliott, 
president; and Frank B. Maher, vice- 
president in charge of district agen- 
cies. Other spekers were George B. 
Thompson Jr., vice-president, who pre- 
sided at the opening session of the 


convention, and Max Levinson, district 
manager at Paterson, N. J., who ad- 
dressed a CLU-LUTC breakfast ses- 
sion. 

Leonard Vecchiolla and Raymond §, 
Kelley, regional directors, were chair- 
man at business sessions, which in- 
cluded talks on sales techniques and 
programing by leading agents and 
members of the district agency 
staff. 





Mass. Mutual Doubts 
Legal Basis Of N. Y. 
Minimum Deposit Rule 


While expressing a cooperative at- 
titude toward the New York depart- 
ment’s efforts, Massachusetts Mutual, 
in its statement at the hearing on 
minimum deposit curbs, questioned the 
legal authority for some sections of the 
proposed regulation. 

“We believe that, in any instance, 
if the power to enforce compliance is 
not set forth specifically in the statutes, 
it is non-existent,” the statement said. 
“The superintendent may interpret, 
but he cannot legislate. It is our thought 
that some aspects of proposed regula- 
tion No. 39 constitute an attempt to 
legislate. . . . We believe that certain 
apparent defects in the proposed regu- 
lation can be overcome by careful re- 
vision.” 

The statement pointed out that Mas- 
sachusetts Mutual has been offering its 
Executive Protection policy for almost 
six years and that the policy was ap- 
proved by the New York department 
without any question when it was 
submitted in 1953. 

Referring to the fact that issuing 
“unfairly discriminatory” policies is 
contrary to section 1191 of the penal 
code, the Massachusetts Mutual state- 
ment said: “We believe that the super- 
intendent of insurance was aware of 
this section of the penal law when he 
failed to disapprove the Executive Pro- 
tection policy pursuant to section 154 
of the insurance law. We believe that 
his failure to disapprove is cogent 
evidence that the superintendent did 
not consider that policy to be discrim- 
inatory then. It may be that early high 
cash value policies have led to im- 
proper sales practices in that the so- 
called minimum deposit plan may not 
have been sufficiently explained to 
prospects in some instances. That is an 
entirely different subject and is con- 
trollable under sections 127 and 211 of 
the insurance law.” 

The Massachusetts Mutual statement 
was presented by Rowland H. Long, 
vice-president and general counsel. 


All American Life & Casualty’s paid 
A&S premiums for the first quarter 
were $908,000, a gain of 23% over the 
preceding year. Face amount of life 
business was $17,907,000, a gain of 49%. 
As of March 31, the company had ap- 
proximately $83 million of life in 
force. 


Henry L. Van Horn 
Elected Chairman 
Of American Health 


American health has elected Henry 
L. Van Horn as chairman. Mr. Van 
Horn, who is also 
chairman of Cal- 
vert Fire, was ad- 
mitted to the New 
York bar in 1927. 
In 1941, he became 
a certified public 
accountant in New 
York. He is a mem- 
ber of the Ameri- 
can Bar Assn. and 
the American In- 
stitute of Certified 
Public Account- 
ants. 

Charles C. Greene and Charles T. 
Crossfield, directors of Commercial 
Credit Co., Baltimore, were elected 
directors of American Health. W. Lee 
Meehan, vice-president since 1963, 
was also named treasurer; J. Francis 
Ireton of the law firm of Muecke, 
Mules & Ireton was elected secretary, 
and Leonard Jessen was appointed 
secretary. 





Henry L. Van Horn 


Massachusetts Mutual has been li- 
censed in Alaska. 
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STATE MUTUAL 
OF AMERICA 








At the top is the new trade-mark of 
State Mutual Life, designed by the 
Raymond Loewy industrial design 
firm. Below, left to right, are show? 
older State Mutual trade-marks—the 
1898 version, 1910 design, and the 
“Pilgrim” mark which has been in use 
since 1918. 
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KANSAS CITY AGENCY 









Manager W. Verne Wilkin receives Award from President John A. Lloyd. 


For the third time since 1951, the Kansas City 
Agency of The Union Central Life Insurance 
Company has won the distinguished Jerome 
Clark Award for outstanding achievement 
in agency development. Presentation of the 
Award, which was established in 1946 as a 
living memorial to one of the life insurance 
industry’s greatest leaders, was made to 
Manager W. Verne Wilkin by Union Central 
President John A. Lloyd at the Company’s 
$500,000 Club convention in Florida. 


The fact that Mr. Wilkin is the first Union 
Central Manager to win the coveted Jerome 
Clark Award on three occasions is understand- 
able when you study his Agency’s remarkable 
record of continuous growth. On January 1, 
1936, when he was appointed Manager, the 
Agency had $11,329,726 of life insurance in 
force. Today, that figure has increased to 


Members of Kansas City Agency, and their wives, in attendance at $500,000 Club convention, Americana Hotel, Florida. 


Wins Top 
Union 
Central 
Award 


$53,802,165, which does not include an addi- 
tional $8,751,736 of Group life insurance. And 
last year alone Kansas City sales totaled more 
than seven million dollars. 

Representing The Union Central in the Kansas 
City Agency are individuals who have attained 
positions of responsibility among the business 
and civic leaders of their communities. All of 
them have demonstrated in their impressive 
careers the extent to which a man or woman 
can succeed in the life insurance profession 
with ability and determination, fortified by a 
sincere interest in people and their financial 
problems. 

The Union Central is proud indeed of Manager 
Wilkin and his associates who have done so 
much to strengthen the financial security of 
so many individuals, families and businesses 
in the State of Kansas and western Missouri. 


INSURANCE COMPANY .-. CINCINNATI 


Security for the American Family since 1867 
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U. S. Life Introduces 
Additions To Its 
Ordinary Portfolio 


Additions to United States Life’s 
portfolio of ordinary life policies were 
introduced at the annual convention 
of leading producers at San Juan, 
Puerto Rico. 

United States Life has added a 
family plan, in the form of a rider to 
the father’s policy, which includes a 


HieNATIONAL UNDERWRITER 


monthly income benefit in the event 
of the mother’s death, in addition to 
the immediate cash benefit. The plan 
may be added to either par or non-par 
policies. 

Two other important additions are a 
guaranteed insurability rider which 
may be sold on a substandard basis, 
and a conversion privilege from par 
to non-par forms and vice-versa. 

Single premium and annuity rates 
and commissions have been adjusted. 
Premiums have been substantially re- 


duced and commissions increased 25%. 
Also introduced is a modified 5-10 
policy which provides for the purchase 
of life coverage at 50% of the full 
premium for the first five years, 75% 
for the next five years and a maximum 
premium from the 11th year on. 
Coastal States Life has declared a 
stock dividend of 15 cents, which, since 
the stock was split two for one earlier 
this year, represents a 20% increase 
over the dividend declared in 1958. 





It’s part of living to educate your youngsters... 


Life Insurance for Living keeps college 
in your children’s plans 


outlive your family obligations, you are assured an 
enjoyable retirement. Let your local N/W National 
agent tell you about the Jiving benefits of modern 


The parent who hasn’t checked on the cost of putting 
a youngster through college nowadays may be in fora 
surprise. Recent surveys show that education even at 
a state-supported university now costs $5,000 or more 


—and the price tag is rising. 


If you’re like most parents, you’ll manage it some- 
how. But if you’re not here to provide the funds— 
that’s where N/W National’s Life Insurance for Lio- 
ing comes in! It protects the plans you have for your 


FREE ON REQUEST: 11X14 INCH REPRODUCTION OF THIS PHOTOGRAPH SUITABLE FOR FRAMING 


life insurance. 


family, and the plans you have for yourself. Your 


children are sure of a head start in life—and if you 


Reprint of an advertisement appearing nationally and in leading metropolitan newspapers 





N/W NATIONAL 
ife Insurance for Living 


NORTHWESTERN NATIONAL LIFE INSURANCE COMPANY, MINNEAPOLIS, MINN., © 1959 
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Prudential Introduces 
A Long Term Income 
Policy On Group Basis 


Prudential has introduced a _ long- 
term income policy on a group basis, 
which pays from $100 to $1,000 per 
month for total disability. The stand- 
ard plan provides continuous income 
for disabled persons to age 65. Shorter 
durations are also available. 

To qualify for coverage, the group 
must include at least 25 employes 
earning $600 or more per month. The 
plan may be written on either a non- 


‘occupational or a 24-hour coverage ba- 


sis. 

No evidence of insurability is re- 
quired of present or future employes, 
except late entrants, and there are no 
exclusions for pre-existing conditions. 
Payments to a disabled employe will 
not be discontinued during the full 
benefit period even if the original 
group policy is no longer in force. 

By means of a non-duplication pro- 
vision, the benefits payable under the 
plan are reduced if the employe is 
entitled to receive other disability 
benefits and the combined benefits 
exceed a specified percentage of earn- 
ings. 

The plan requires an employer con- 
tribution of at least 50% of the pre- 
mium. Prudential recommends that 
employe contributions be eliminated 
altogether as the limiting age is ap- 
proached. 

Benefits to a disabled employe be- 
gin after completion of an elimination 
period. The elimination period is fre- 
quently set at 13, 26 or 52 weeks, so 
that long term disability benefits pay- 
ments will begin when existing short- 
term A&S or salary continuance pro- 
grams run out. 

Total disability during the first year 
is defined on the basis of the em- 
ploye’s inability to perform the duties 
of his occupation at the time of dis- 
ablement. After that, it is on the basis 
of inability to carry on any occupation. 

A typical plan costs between 1% and 
2% of covered payroll. 


Insurer Must Reinstate 2 
Fired For Union Action 


Two Akron employes of American 
Life & Accident of Kentucky, who were 
fired in 1957 for allegedly trying to 
unionize the company’s agents, were 
ordered reinstated by the National 
Labor Relations Board. The board up- 
held findings of one of its examiners 
that the two must be offered their jobs 
back without loss of seniority and with 
back pay to cover the period they were 
off the payroll. 

The insurer was also ordered to cease 
“threatening employes with economic 
reprisals or promising benefits to dis- 
courage membership” in any union. 
The case was heard originally in Akron 
last July after AFL-CIO Insurance 
Agents’ International Union filed 
charges against the company. American 
L. & A. contended that the pair were 
fired for incompetence, but the NLRB 
rejected this claim. 


Protective Of Ala. Adds Non-Par 


Whole Life Policy To Portfolio 
Protective Life of Alabama has added 
to its portfolio a whole life non-parti- 
cipating policy which is issued to both 
males and females from ages 10 to 65 
and having a minimum face amount 
of $25,000. Annual premium at age 30 
is $15.57 per $1,000, and the guaranteed 
20-year cash value is $304.31 per $1,- 
000. The policy is issued on either 4 
standard or sub-standard basis. 





1959 


1S 
long- 
basis, 
0 per 
stand- 
1come 
horter 


group 
oloyes 
. The 
-Non- 
ge ba- 


iS re- 
loyes, 
re no 
itions. 
> will 
2 full 
iginal 
ce. 

| pro- 
or the 
ye is 
bility 
nefits 
earn- 


’ con- 
- pre- 

that 
nated 
S ap- 


e be- 
1ation 
; fre- 
tS, SO 
pay- 
short- 
pro- 


; year 

em- 
luties 
' dis- 
basis 
ation. 
> and 


rican 
‘were 
ng to 
were 
tional 
1 up- 
iners 
* jobs 
with 
were 


cease 
iomic 
. dis- 
nion. 
.kron 
rance 
filed 
rican 
were 


City & State 


April 18, 1959 


More Insurance 
Companies 

Use More Uiprops 
Than Any Other 
Audio-Visual 
Selling Tool! 





The DuKane Flip-Top 

is the sales tool that makes 
audio-visual selling 
practical for the insurance 
agent! It’s all in one 

unit, with self-contained 
screen...no set-up fuss, 

no bother with focusing. 
Startlingly brilliant 
pictures in color or black- 
and-white, even in full 
daylight. You don’t have to 
re-arrange furniture or 
people with the Flip-Top 
... Just set it up, plug 

it in, and it presents your 
facts, figures, and sales 
message clearly and 
effectively. Puts the 
younger agent into top 
brackets sooner . . . saves 
priceless time for the 
experienced man. 


The Flip-Top is adaptable to your own custom-produced 
sound slidefilm program, or to the stock films now avail- 
able for insurance selling. 


DuKane 


CORPORATION 


Dukane Corporation, Dept. MU-1, St. Charles, Il 
‘ase tell me more about the Fli Pacers 
ance selling. I am especially letareaked: 4 in insur: 


QO se own custom-produced sound slidefilms. 
‘ormation on Stock films for insurance selling. 


Name 
Company. 
Address 
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Who Writes What 
For 1959 Covers 
New Life Plans 


Telling just which of more than 200 
leading companies wil! write the many 
unusual life and A&S contracts, those 
that accept surplus or brokerage busi- 
ness, impaired or hard-to-place risks, 
and showing who writes all sorts of 
out-of-the-ordinary policies, the new 
1959 edition of Who Writes What? has 
just been published by the National 
Underwriter Co. This unique easy-to- 
use guide is the only annual life and 
A&S reference arranged by subject 
rather than by company. It quickly 
answers all sorts of “who-will-write 
it?” questions. 

With Who Writes What? to locate 
the answer to any particular problem, 
one merely consults its topical index, 
turns to the page indicated and then 
reads directly the list of companies 
that offer the contract or form desired. 
To make a quick check on how the 
majority of companies are handling a 
certain subject, or to locate the parti- 
cular companies that are currently 
writing something a little out-of-the- 
ordinary, this reference book is a time 
saver. Much related information con- 
cerning contracts and company prac- 
tices is also shown in convenient sub- 
ject form. 

Among the new subjects treated for 
the first time are the “split-dollar” and 
“high cash value” plans. Other new 
subjects include plans for providing 
payment of insurance equal to cash 
value in addition to face amount, 
dividend options providing for the pur- 
chase of one-year term insurance 
equal to the cash value, guaranteed 
insurability riders, and comprehensive 
major hospital-surgical-medical ex- 
pense contracts. The information pre- 
sented on credit life insurance has also 
been rearranged so that individual 
credit and group credit are now shown 


separately. 
All of the many subjects treated in 
previous editions are, of course, 


brought up to date in this new edition. 
Greatly. expanded are such subjects 
as grading of premiums by policy size, 
family plans and lower rates for wo- 
men. The fact that nine full pages are 
required merely to index the subjects 
covered is illustrative of the broad 
scope of the new Who Writes What? 
Copies may be obtained from the 
National Underwriter Co., 420 East 
Fourth Street, Cincinnati 2, Ohio; or 
from any National Underwriter Co. 
office. It sells singly at $4 per copy, 
with lower prices in quantity. Single 
copies are available on 10-day ap- 
proval. 


La. Candidate Says 


Hayes Should Resign 


C. Joseph Blanchard of New Orleans, 
candidate for insurance commissioner, 
has declared that the present commis- 
sioner, Rufus Hayes, should either re- 
sign or quit practicing law because of 
apparent conflict of interest. 

“Hayes cannot represent the insur- 
ance companies in a legal capacity on 
one hand and regulate them as com- 
missioner on the other,” said Mr. 
Blanchard. “And when I am elected, I 
will get out of the insurance agency 
business in order to remove any con- 
flict of interest which might arise.” 


Bankers Fidelity Life’s production 
of ordinary life in the first quarter 
increased 148%. 
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NO TRICKS 


... Just doggone good Service 


and Outstanding 


“KNOW HOW” that’s why 


REPUBLIC NATIONAL LIFE 


Insurance Company 


OFFERS 


NEW ACCIDENT & SICKNESS 


General Agency and Brokerage Opportunities 


The Most Modern Forms of 
Accident and Sickness: 
Disability Income, 
Hospitalization 

and Surgery, 

Non-Can., Accidental 


Death, Dismemberment, 


Major Medical Expense. 


For information write Allen Cureton, 


Assistant Vice President and Director of A&S Agencies 


REPUBLIC NATIONAL LIFE INSURANCE COMPANY 


3988 N. Central Expressway 


Dallas, Texas 
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Outlines History 
Of Conn. Insurance 
Information Office 


The Insurance Information Office of 
Connecticut was formed when insur- 
ance companies in the state, after a 
“prolonged and extraordinarily acri- 
monious” battle in the general assem- 
bly, won their case last year against a 
discriminatory interest and dividend 
tax. This beginning of the information 
center was outlined by Francis T. 
Ahearn, manager of the office at Hart- 
ford, during the Eastern Round Table 
of Life Insurance Advertisers Assn. 

Mr. Ahearn, in his speech, “Infor- 
mation Centers—A New Develop- 
ment,” said that during the legislative 
struggle, the companies suspected that 
the people of Connecticut had little 
understanding of the insurance indus- 
try. This suspicion was confirmed by 
a survey of public attitudes. The or- 
ganization of the information office, a 
voluntary association of 19 domestic 
companies and the first such all lines 
office, followed. 

Pointing out the effectiveness of an 
all lines office, Mr. Ahearn said. that 
the public does not differentiate be- 
tween types of insurance. He cited a 
case where, on two successive days, 
the industry came under fire from 
state government sources. In one case, 
badly needed increases in automobile 
rates were branded as “outrageous,” 
and the next day the industry was 
assailed on a tax matter for life com- 
panies. 

“It was intended as a deliberate 
one-two punch,” he said, “and you can 
be sure that the public would be ready 
to assume that the two sections of the 
industry were one, and policyholder 
resentment on the automobile situation 
was ready to spill over into the life 
companies’ tax problems.” 

Mr. Ahearn said that before the or- 
ganization of his office there had been 
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no central source where the insurance 
industry could present its position 
quickly and effectively. For example, 
his office can get a complete statement 
of the industry’s position on a delicate 
subject in a few hours, whereas it 
would be a tedious process to issue 19 
separate statements. 


Office Has Industry Support 


Discussing the relationship of the 
office with member companies, Mr. 
Ahearn said it “opened with a firm 
and full commitment on the part of top 
management of the participating com- 
panies that the office would have their 
full support. I cannot overemphasize 
the importance of this relationship. It 
has meant that the full resources of 
the insurance brains of Connecticut 
are at our disposal. It has meant the 
development of an industry-wide spirit 
of free cooperation on our joint prob- 
lems, with no dimunition of the histor- 
ically fierce competition between our 
companies.” 

Functions of the information office 
in the last year have included the 
preparation of speeches and their de- 
livery to meet specific situations, pre- 
pared statements on special problems, 
articles and letters to the editors to 
correct erroneous published material, 
interviews for mewspaper reporters 
with authorities in the companies, and 
the distribution of material to editors 
for their background files. The office 
also prints pamphlets, answers letters, 
conducts a speakers bureau and has 
recently begun an advertising pro- 
gram. 


Rhode Ind. Chief Examiner 


Seymour Rhode, an examiner for 15 
years, has been advanced to chief 
examiner of the Indiana department. 
He succeeds James E. Duduit who re- 
signed to become executive vice presi- 
dent of American Public Service Life, 
which is being organized at Indiana- 
polis. 


Must Show Public 
That Inflation 
Affects Their Jobs 


If public support is to be obtained 
for the sound dollar and avoidance 
of further inflation, the issues must 
be presented in present-day terms 
that the public can understand, Sher- 
win C. Badger, financial vice-presi- 
dent of New England Life, told the 
American Life Conventional regional 
meeting at Birmingham. 

Mr. Badger, who is vice-chairman 
of the ALC financial section, said that 
not until just recently has it been 
pointed out that the greatest danger 
from inflation is the threat to jobs 
caused by Americans who price them- 
selves out of domestic and foreign 
markets. “Jobs,” he said, “are some- 
thing that everybody can understand, 
something much more tangible than 
a fear that at some indefinite future 
time, one’s savings will not be worth 
as much as they are today.” 

Last year was the first time that 
this country began to feel the bitter 
competitive struggle with other indus- 
trial nations of the free world. The 
war which destroyed the productive 
capacity of industrial nations of west- 
ern Europe and Japan left the U.S. in 
a sheltered position. This country was 
the only one that had the facilities to 
provision the rest of the non-com- 
munist world. However, western Eu- 
rope and Japan have largely recovered 
and no longer are forced to turn to 
the U.S. for goods they need regardless 
of the cost. Furthermore, they are able 
to “get in under our economy on 
stilts” and compete with lower prices. 
Foreign Cars Hurt Detroit 

“In 1958, for example, we imported 
270,000 more foreign automobiles than 
we did in 1956 and we exported 80,- 
000 fewer American cars. How much 
did this shift of 350,000 cost in terms 
of jobs in Detroit and the assembly 
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plants throughout the nation?” he 
asked. “We are hearing more and 
more about Europe’s ability to lay 
down steel not only on our east coast 
but in the middle west at lower 
prices than our own. The same thing 
is going on with machinery and many 
other items in which we thought we 
were pre-eminent. All this means qa 
threat to American jobs. 

“If as a nation we continue to in- 
flate our costs, expand government 
spending, and continue large federal 
deficits, as so many advocate, the re- 
sult can hardly be other than a furth- 
er worsening of our competitive po- 
sition and again this will cost Ameri- 
can jobs. Thus, the fight against in- 
flation is a very real present-day 
practicality. It is not merely a theo- 
retical fight against what might hap- 
pen in the distant future,” Mr. Bad- 
ger declared. 


Wis. Seeks Authority 


Over Blue Cross 


The Wisconsin department has issued 
a 120 page report on Blue Cross and 
Blue Shield in which the argument is 
put forth that unless the legislature 
grants the department power to regu- 
late these plans the courts will have 
to decide disputes. 

Commissioner Rogan said the report 
was prepared when it became apparent 
that the legislature would be asked to 
settle a fight between Blue Cross and 
the State Medical Society of Wisconsin. 
Blue Cross has asked that a law be 
enacted to prohibit the medical society 
from selling hospitalization insurance. 

The department report says the ef- 
fect of current state laws governing 
Blue Cross and Blue Shield is to 
exempt them from regulation. “The 
recent charges and confusion in the 
minds of thousands of subscribers 
which resulted from the uncontrolled 
administrative separation of Blue Cross 
and Wisconsin Physicians Service could 
hafe been eliminated had adequate 
regulation existed,” the report states. 

While it is asserted that the various 
Blue Cross-Blue Shield plans are ef- 
ficient and. well managed,’ it is said 
they are “susceptible to abuse and 
over-utilization in certain areas be- 
cause of the nature of their operation. 
Certainly efforts should be made, and 
made immediately to resolve the main 
issue of who is going to control the 
practice of medicine—the physicians 
or the hospital. And it should be de- 
cided in favor of what is in the best 
interests of the consumer—the sub- 
scriber or patient—not the doctors or 
hospitals.” 


United American, Denver, 
Passes $100 Million Mark 


United American Life of Denver has 
passed the $100 million in force mark. 

The company also reports that March 
was its most successful month, produc- 
tion having amounted to $4,567,945, an 
increase of 191% over the same period 
last year. Production for the year to 
date is 163% ahead of last year. During 
1958, business in force increased 37%. 

A notable boost for production 0c- 
curred when the U.S. Air Force Aca- 
demy at Colorado Springs approved 
the company’s plan for its cadets. The 
plan has been accepted by 90% of the 
cadets. 

The company is now licensed in 22 
states, including Hawaii. : 


Chesapeake Life has increased: its 
capital and surplus to $725,000 through 
the public sale of an issue of class: 
non-voting stock for a total price of 
$297,500. 
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AGENTS STUPID 


Ohsner Pulls No 
Punches At Chicago 
Life Assn. Meeting 


Cc. S. Ohsner, who operates a broker- 
age office in Columbus, O., and is 
noted for his forthright talks to vari- 
ous insurance groups, started off with 
a bang by telling Chicago Assn. of Life 
Underwriters at its 40th annual sales 
congress that the insurance company 
home offices “have been lying to us 
for 30 years, telling us that we are the 
smartest group of salesmen in the 
world. We are the stupidest!” 

“If proof is needed, just check and 
see how many people owe you money. 
Furniture stores, appliance stores, 
automobile distributors, all have mon- 
ey coming in. We are at the bottom of 
the buyer’s list in the credit market. 
You must finance your product! In- 
stead, the companies are giving it 
away for all kinds of things. What 
should be done is to eliminate the men 
who don’t sell our business properly. 
If this is a profession, let’s clean it up.” 

Regarding first year full reserve 
policies, Mr. Ohsner said the problem 
is a first year problem, not 20-year 
net cost. “If we can finance these full 
reserve policies, what’s wrong with it? 


‘Biggest Sales Weapon’ Cited 


Also, “We must have the concept 
that the volume of insurance a man 
owns is the biggest sales weapon we 
have. A man who owns the most life 
insurance is the biggest prospect 
you’ve got. You can’t educate someone 
who hasn’t had sense enough to buy 
sufficient insurance in 45 years of liv- 
ing; mortality will run out first. Re- 
member, you men have mortality too.” 

The speaker warned his audience 
that many a man they go to see is 
“pretty smart and probably bought 
more life insurance than you’ll ever 
have. Don’t try to sell him a dollar a 
week plan or a program to send his 
child through school when the child is 
probably already married and raising 
a family. 

“Look him in the eye! Ask him 
‘Why don’t you buy some more?’ You 
must have this power of conviction. 
res not. what you say but how you say 
i Be 





Mr. Ohsner wastes no time with 
what he calls “silly objections,” such 
as “insurance poor,’ andthe like. He 
wondered how these people find out 
these objections and suggested it might 
be a good idea to get to their grapevine 
and put in some counter objections 
they could learn. 

Hits Social Security 


He then took off on social security 
and said this business of insurance 
should not be a supplement to social 
security. He refuses to talk social 
security to his prospects. “Our business 
1s Just now finding out social security 
should never have happened. There 
1s no such thing as collective security. 
Social security is an individual project. 

“Tf _we really have collective social 
security, why wait until 65 to retire; 
let’s start now and let the young folks 
take care of us. There is no such thing 
as life insurance in a socialized world; 
it isn’t needed.” 

He advocated starting to work on 
the problem of taxes. “We didn’t devel- 
op the U.S. to tax us out of business: 
In Europe, where social security -ori- 
ginated, the tax has reached as high 
as 40%. Why do you think this can’t 
happen to us? It is time the associa- 
tions start to do something’ about 


matters ‘today, including the problem 
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of inflated dollars, which make it 
harder to sell insurance. The life as- 
sociations should get into these things 
instead of socializing.” 

Mr. Ohsner stated he “would like 
home offices to get the concept that 
there is such a thing as money in this 
world for the agent, instead of plaques. 
There hasn’t been a basic agent salary 
change in 50 years, and it is time we 
got one!” (And here he got a big hand.) 
“Another trouble is that those who are 
fighting the agent’s battles couldn’t 
sell insurance on a bet. How do they 
know what to fight for? Also, the heck 
with 213! It is time the boys in New 
York got off peoples’ necks in Ohio 
and Indiana.” 


Seller Is Confused 


Turning to less bombastic pursuits, 
Mr. Ohsner said when there are two 
men in the interview, there should be 
no confusion. There is a buyer and a 
seller, but most of the time the seller 
is confused. “You can read a sales talk, 
but the prospect doesn’t know his 
part,” he said. “This business is not a 
mechanical one but a matter of human 


relations. The agent should have the 
(CONTINUED ON PAGE 33) 


Hospital Administrators 
Hear Follmann Report On 
Health Care Cost Controls 


Efforts at closer cooperation among 
all parties in the health care field, 
aimed at better controlling medical 
and hospital costs, were reported by 
J. F. Follmann Jr., director of informa- 
tion and research of Health Insurance 
Assn., in his address to the annual 
Institute for Hospital Administrators, 
sponsored by the bureau of hospital 
administration of the University of 
Michigan at Ann Arbor. 

Mr. Follman reported that insurance 
companies had received “splendid” co- 
operation from hospitals in several 
cities in a study under way on dupli- 
cate coverage and its effect on costs. 

Other developments which should be 
helpful to all parties concerned, he 
said, include the many explorations in 
the use of ambulatory hospital care, 
nursing pools in hospitals, joint pur- 
chases of drugs and supplies and wiser 
use of nursing homes. 

“Another area for exploration in- 
cludes the excessive provision of serv- 
ices because insurance is available to 


17 


Second Meeting Of State 
Mutual Life Policyholders 
To Be Held In Chicago 


State Mutual Life will hold its second 
conference for policyholders at the 
Palmer House in Chicago, May 1. The 
first in a series of such conferences 
scheduled for various parts of the 
country took place in Memphis last 
October. 

A panel of prominent State Mutual 
policyholders from the Chicago area 
will quiz officers of the company about 
its operations and about life insurance. 
H. Ladd Plumley, president, will pre- 
sent a company report. Walter C. Leck, 
general agent, will preside at the con- 
ference. Personal invitations have been 
extended to all State Mutual individual 
life, A&S and group policyholders in 
the Chicago area. 

On the night preceding the confer- 
ence, a reception and dinner for civic 
and business leaders will be held at the 
Ambassador West Hotel. 





pay for them, or the practice of charg- 
ing more for a given service simply 
because insurance is present,” he said. 
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Here’s just one of the reasons why, 
LNL Group insurance has sales appeal 
for client and agent alike: The simpli- 
administrative procedures are 
packaged in a kit that is streamlined, 
indexed, and visual. 
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HeNATIONAL UNDERWRITER 


Chicago Life Assn. Takes Up Gauntlet 


(CONTINUED FROM PAGE 6) 


this post and is now on the lecture 
staff of General Motors, had his “con- 
gregation” practically rolling in the 
aisles with his warm-up talk before 
going into an inspirational speech on 
good public relations. 

Mr. Winters works on the assumption 
he can handle 95% of the people he 
deals with. ‘“‘The other 5% I slug it out 
with.” As a minister, he. said he made 
everybody a friend or at least friendly. 


He listed his tools as patience, perspec- 
tive, poise and persistance. To utilize 
these tools four C’s are necessary, he 
said: Contract, confront, commit and 
conserve. 

Mr. Winters gave as 10 selling com- 
mandments: 

Thou shalt love people—not just use 
them; thou shalt develop understand- 
ing; thou shalt compliment more than 
criticize; thou shalt not argue; thou 


shalt not get angry; thou shalt be 
kind; thou shalt have a sense of humor; 
thou shalt smile; thou shalt cooperate 
more than oppose (in reference to each 
other in the insurance business); thou 
shalt have a belief in a higher author- 
ity of some kind. 

W. F. Crummer, sales manager 
training and promotion, Illinois Bell 
Telephone Co., Chicago, told the agents 
“How To Use Phone Power In Selling 
Life Insurance”. He described phone 
power as skilful and ethical use of the 
telephone to make more sales and do it 
cheaper. He warned that phoning is 
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not a substitute for face to face selling 
but phone power should be used when 
it fills the bill. 

Mr. Crummer acknowledged that 
too many people today are making 
phone calls which are a source of 
annoyance in selling various types of 
merchandise. The names for these calls 
are easily gained from telephone books 
and other public type sources, he said, 
The reaction is usually adverse—does 
more harm than good. He warned that 
cold insurance canvassing from such 
a list puts the agent in a “boiler shop” 
class with those who sell products of 
doubtful value. 

The agent should use phone power 
on calls to screen doubtful cases, he 
said. “Never lose sight of the fact that 
you are saving time by cutting down 
prospects who won’t be buying right 
now.” 


Gives Technique Tips 


He suggested that the caller intro- 
duce himself at once—don’t be myster- 
ious or clever. This is suspect. Ask the 
prospect if he has a few minutes to 
talk. This politeness will make a hit, 
he said, and produces a “yes” answer 
in over half the cases. If a “no” answer 
is forthcoming, ask if you may call 
again. This shows the man you are 
considerate of his feelings, and in the 
light of the other type of annoying 
phone calls it is very effective. 

If the prospect again says “no,” Mr, 
Crummer suggested using the magic 
two-letter word—OH (on a rising in- 
flection) and pause. This has been 
found very effective, he said. Another 
approach is the curiosity approach 
which entails suggesting some poliey 
that the man might be interested in. 
“You’re sorry he hasn’t got time to 
talk about it; then wait.” If neither 
approach works, Mr. Crummer said 
you can mark this one off, “but yeu 
have not alienated a prospect.” 

He also said that what the agent 
says in the first 30 seconds can eam 
him a five minute conversation. He 
advised writing out the message and 
to practice it. Also, do not abandon a 
telephone approach unless it has been 
given a fair test. Try at least 10 
identica! calls. 

Mr. Crummer stressed the point that 
getting appointments in advance is 
good business. He said, some of the 
insurance brethren to the contrary, 
this has been tested and is effective. 
He feels that just barging in makes 
the agent look like a peddler. He ad- 
vised not wasting time trying to sell 
insurance over the phone “Just get the 
appointment and ring off.” 


Discusses Programing 


Lester A. Rosen, Union Central Life 
agent at Memphis, discussed simple 
programing. He began with the ad- 
monition that the programer not get so 
wound up in a canned idea that it 
can’t be flexible. This applies not only 
to programing but- single need and 
package selling. 

He said that possibly the most dif- 
ficult thing was getting the complete 
confidence of the prospect. “You would 
not undress for an examination by 4 
doctor in whom you had no confi- 
dence,” he said. “You cannot expect 
a prospect to undress himself before 
you financially if he has no confidence 
in you.” 

Mr. Rosen uses a seven-point printed 
list, which he detailed, that points out 
the main needs for “money for future 
delivery,” these being: Cash at death, 
money for wife every month while 
children are growing up; readjustment 
fund; education fund; mortgage; money 
for the wife every month after 
children are grown; retirement. ‘ 

Gov. Stratton, bringing greeting’ 
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At the annual sales rally of Chicago Assn. of Life Underwriters, from left, 


W. M. Giffin of Brunsman & Giffin, Springfield (Ill.), attorney for Illinois State 
Assn. of Life Underwriters; George H. Schuermann, Union Central Life, ar- 
rangements chairman; Robert K. Schott, Phoenix Mutual and president of the 
Chicago association; Gov. William G. Stratton, who brought greetings from the 
state administraion; Gerhard C. Krueger, Equitable Life of Iowa, immediate 
past president of the association, and Carl D. Williams, manager Prudential, co- 


chairman of arrangements. 





from the state administration, said 
life agents share a unique impor- 


tance in the economic and _ social 
strueture of the state and_ the 
nation. “To most of the _ public, 


you are the insurance companies. The 
vast empires of finance and invest- 
ment which lie behind you are not 
nearly so important to the average 
citizen as is the man from whom he 
buys his insurance. You are trusted 
and respected, and the ethics and ideals 
of your profession are honorable marks 
in the business world”. The life agent 
as a representative of the company 
sells an intangible product and bears 
a weight of responsibility and trust 
that requires special attributes of un- 
derstanding and sympathy, he added. 

“He must not oversell for the sake 
of commissions. He must advise as 
well as sell, and often his task is one 
ef eonvincing his customer that he 
does not need something as much as it 
is to convince him of the value and 
necessity of life insurance. 

“He must be constantly aware of 
the fact that widows and orphans look 
to him to protect their interests and 
that deep within the meaning of his 
work is the preservation and well 
being of the family. 


Maintain High Standards 


“For these reasons, the agency sys- 
tem at all times must maintain high 
standards of qualifications for men 
who sell life insurance, and our laws 
must protect these necessary qualifica- 
tions.” Gov. Stratton described some of 
the legislation now pending in the 
general assembly at Springfield as it 
relates to the insurance field in gener- 
al and the agents’ work in particular. 

“We are in a period of growth and 
expansion,” he said, “and in times like 
these, the importance of savings as a 
hedge against potential inflation can- 
not be over emphasized. Life insur- 
ance, beyond all else, is a system of 
saving, and that aspect of the life 
Insurance contract alone places the 
business in a tremendously important 
role in our world today.” 


Is One Of Strongest Links 


He added that insurance is one of 
the strongest links in the chain of the 
free enterprise system, not just be- 
cause of the strength and stability it 
affords individuals, but also because 
of the tremendous investment poten- 
tial it provides. The life insurance 
business acts in a sense as a middle 
man in collecting preraiums from the 
public and putting those premium 
dollars to work as investments to fur- 
on the economic growth of the na- 


“There are many other factors which 


might be detailed, but one thread of 
fact runs through all of them—the life 
insurance industry is so vested in pub- 
lic interest that it must be constantly 
alert toward its responsibilities to the 
people, and government must be al- 
ways prepared to exert sensible and 
just regulations. 

In Illinois we recognize fully those 
responsibilities, and our insurance de- 
partment under the capable direction 
of Joseph Gerber has the complete 
cooperation, and, I believe, admiration 
of the insurance industry. 


Revision Keeps Laws Modern 


“Our laws in Illinois are constructive 
acts, are modern and are kept so by 
constant revision, such as in progress 
now in Springfield. More than a score 
of separate bills prepared under the 
direction of Mr. Gerber are moving now 
through the legislature, and each is 
designed to strengthen or modernize 
some phase of the insurance code.” 

Mr. Stratton said the local, state and 
national life agents associations have 
always stood for the highest concepts, 
and “I fear no contradiction when I 
say that it is because of the high 
standards of life underwriters that the 
business of life insurance has reached 
the position of esteem it holds in our 
American way of life today.” 

The talk by C. S. Ohsner of Colum- 
bus, O., who spoke on sales concepts, 
is reported elsewhere in this issue. 

Earl Nightingale, author and speaker 
on personal motivation and achieve- 
ment, who is noted for his record, “The 
Strangest Secret,” was wind-up speak- 
er. His talk, from its dramatic presen- 
tation and genuine message of motiva- 
tion to gaining business and personal 
happiness alone, would have been 
worth the price of admission. The talk 
did just what it was expected to do 
and left the audience obviously think- 
ing not only of what it had heard 
during the sales congress but of mak- 
ing use of some of these ideas in the 
future. 

Robert K. Schott, Phoenix Mutual 
Life, association president, presided 
over the election of a nominating com- 
mittee to select new association offi- 
cers. The five-man committee consists 
of two members appointed by Mr. 
Schott: Stuart A. Monroe, general 
agent Mutual Benefit Life, and Lle- 
wellyn Owens, manager Equitable 
Society; two men elected from the 
floor: George Huth, associate general 
agent Connecticut Mutual, and Harry 
R. Schultz, Mutual of New York. The 
fifth member is Gerhard C. Krueger, 
Equitable Life of Iowa, ex-officio 
member as immediate past president 
of the Chicago association. 

George H. Schuermann, Union Cen- 


tral Life, and Carl D. Williams, man- 
ager Prudential, were co-chairmen of 
the meeting. William E. North, Evan- 
ston (Ill.), general manager northern 
Illinois, New York Life and secretary 
NALU, conducted the morning session, 
and Charles A. Waters, director of 
agencies Chicago-South, Prudential, 
presided at the afternoon session. 
This was the 40th annual sales con- 
gress and had for its theme “New 
Frontiers,” this being the cover design 
motif of a membership directory dis- 
tributed at the meeting. The directory, 
which was attractively printed and 
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plastic-bound, also served as a pro- 
gram, containing pictures and bio- 
graphical material on the speakers. 


Ohio Legislature Passes Bills 
The Ohio house has passed a bill to 


allow credit unions to carry group life 
on members with a maximum of $2,000 
per member. The senate has passed a 
bill which would permit domestic fire 
and casualty companies to invest in life 
insurance stock by authority of the 
Ohio department. Fire and easualty 
agents would then be able to write 
life. 
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: It is our belief that “the man and the 
CJ salesman are one — and cannot be separated.” 
“ Only by directing our efforts toward building 
the man — by helping him in all phases of his 
personal growth — does the successful salesman emerge. 








In the process, we make available the best sales tools 
and provide careful training, guidance and supervision. 
Out of the mold of consideration and understanding 
comes a man of greater stature and income — who is a 
happy member of his community and a credit both to 
himself and to the name of Union Mutual. 


MUTUAL 


LIFE INSURANCE COMPANY OF PORTLAND, MAINE 


Canadian Head Office — Montreal, P. Q. 
America’s Eighth Oldest Life Insurance Company 


Offering All Forms Of 

NON-CAN 

Rolland E. Irish, President — John R. Carnochan, 
Executive Vice President 


LIFE UNDERWRITERS SINCE 1848 


GROUP 





20 


HeNATIONAL UNDERWRITER 


Editorial Comment 


Curing Minimum Deposit Abuses 


To winners of greased-pig contests 
we submit this far more elusive test 
of grappling ability: What is the 
“right” rate of commission to pay 
when a policy is sold on the minimum 
deposit basis? 

Should the commission rate be re- 
duced sharply, on the theory that min- 
imum deposit is really nothing but 
term insurance? Well, why not? Is it 
fair to pay the same commission rate 
to the minimum deposit seller as to 
the agent who sells the complete deal 
—the protection AND the accumula- 
tion features? Not according to the 
viewpoint reflected in the New York 
department’s proposed regulation 39. 
Of course, the regulation puts on the 
commission squeeze via the expense 
margins rather than directly but the 
squeeze on commissions is there, just 
the same. 

But before you agree with this view- 
point, consider this: Suppose an agent 
sets up a minimum deposit plan with 
a bank loan instead of an insurance 
company loan. What magic of meta- 
morphosis makes this policy worth 
the full commission instead of the re- 
duced commission? 

The reasoning seems wildly para- 
doxical: If anything, the policy with 
the life company loan should be worth 
more to the company than the same 
policy with a bank loan. Why? Be- 
cause the bank loan plan may be 
dumped on the insurance company 
when the bank thinks it can do better 
with its loanable funds. Such dump- 
ing, if on a sufficiently large scale, 
could conceivabiy force an insurer to 
sell securities at an inconvenient time 
to meet the demand for large amounts 
of cash. 

Moreover, the agent who’s told he 
must settle for a lower commission 
when the loan is made by the com- 
pany has a pretty logical retort. 
Mightn’t he protest, “Look, you ought 
to pay me more commission instead 
of less. I’m not just selling a $100,000 
permanent-type life insurance policy. 
I’m also bringing you a completely 
riskless investment for the reserve 
portion of this contract—at a 5% in- 
terest rate, with no finder’s fee. How 
much better than that is your invest- 
ment department doing these days?” 

Let the record show that we are not 
getting ourselves impaled on either 
horn of this dilemma. But we are 
pointing out that the dilemma exists. 
That is, minimum deposit is both very 
similar to term insurance and com- 
pletely different from it. 

What causes this paradox? We be- 
lieve it is due to a basic flaw in sec- 
tion 213, the New York insurance 
law’s expense limitation provision. 
Section 213 is an attempt, noble in 
purpose, to legislate sound business 
judgment. An outgrowth of New 
York’s famous Armstrong investiga- 
tion, it was designed to keep manage- 
ments from squandering policyholders’ 
money in a mad competition for busi- 
ness. But unfortunately its framers 
and revisers didn’t have minimum de- 


posit in mind. How could they? 

In spite of the valiant effort that 
the New York department has made 
to manage without amending the law, 
the solution is not, we believe, to take 
poor old section 213 and try to stretch 
it by regulation to cover something it 
was never designed to cover. That is 
just asking for evasions, and attacks 
on the legality of dubiously based in- 
terpretations. No, the answer is to try 
to determine what sound business 
judgment says minimum deposit busi- 
ness is worth. Then proceed from 
there to develop regulations or—if nec- 
essary—laws that will curb the wrong 
kind of minimum deposit cases while 
interfering as little as possible with 
cases where it is appropriate. 

The fact is that, despite certain re- 
semblances, a minimum deposit plan 
is not term insurance. Consequently, 
whether it is worth the same acquisi- 
tion expense as term, or more—or 
even perhaps less—is not a matter to 
be decided by declaring minimum de- 
posit to be on all fours with term and 
then attempting to deal with it on 
that basis. 

At the same time, minimum deposit 
is distinguishable from the same pol- 
icy written in the orthodox fashion 
without contemplation of systematical- 
ly using cash values to minimize pre- 
mium outlay. 

-Needing answers are such questions 
as these: What are the characteristics 
of a minimum deposit plan that af- 
fects its value to the insuring com- 
pany and hence the amount of ac- 
quisition cost that can sensibly be in- 
curred to get it? Does there seem to be 
a true correlation between policy size 
and persistency of business? Between 
buyer’s income and policy persistency? 
To what extent can underwriting cau- 
tion and careful inspections enable a 
company to screen out the poor-per- 
sistency cases and accept those likely 
to remain on the books? 

Careful investigation may eventual- 
ly prove that it is so difficult to dis- 
tinguish between the desirable mini- 
mum deposit business and the un- 
desirable that the only solution is to 
regard all of it as being as bad as the 
worst. But so far we have heard of no 
researches supporting such a conclu- 
sion. Consequently, it seems unrealis- 
tic to use this assumed conclusion as 
the basis for a cure. 

It would seem that the only chance 
for a fair and lasting solution of the 
minimum deposit problem is not to 
shunt it into either the term insur- 
ance corral or the standard whole-life 
corral but to examine it for what it is, 
and on the basis of that decide what 
should be done about it. If it takes 
legislation, then it takes legislation. 
Admittedly, that would take a little 
longer, but the department and the 
industry committee have made a se- 
rious effort to solve a baffling prob- 
lem and it would be a pity to have it 
hung up by a hassle over whether the 
department had overstepped its au- 
thority. —R.B.M. 


Personals 


Melville P. Dickenson, senior vice- 
president of Equitable Society, has 
been named chairman of the private 
firms division of the Greater New 
York Fund’s 1959 appeal. 


Deaths 


ALBERT NEUENSCHWANDER, 
founder of Brotherhood Mutual Fire of 
Fort Wayne in 1917 and co-founder 
of Brotherhood Mutual Life in 1939, 
died at Grabill, Ind. He was executive 
secretary and later president of the life 
company, resigning in 1955. He was 
chairman of both companies until his 
death. 





THOMAS F. BRANAGAN, associate 
actuary of Aetna Life since 1954, 
died at Hartford. Mr. Branagan joined 
Aetna Life in 1939 and was named 
assistant actuary in 1949. 


R. C. STRUBBE, 55, assistant vice- 
president in charge of A&S under- 
writing of Lincoln National Life, died. 
He had been hospitalized for about 
two weeks. 

Mr. Strubbe joined Lincoln National 
in 1926 following his graduation from 
the University of Iowa. He was in 
the underwriting department through- 
out his entire career with the com- 
pany. He was chosen to direct A&S 
underwriting in 1953, was named as- 
sistant secretary in 1954, and became 
an assistant vice-president in 1957. 


ROSS A. JEWELL, 53, state man- 
ager for Gleaners Life, died at his 
home in East Lansing, Mich., after a 
five-months’ illness. In addition to his 
insurance post, he had served for 10 
years, up until 1958, as official scorer 
for the Detroit Red Wings hockey 
team. 


Dr. JAMES R. BEARD Jr., 55, med- 
ical director of Mutual Benefit Life, 
died at his home in Millington, N. J., 
after a long illness. He joined Mutual 
Benefit as associate medical director 
following World War II. He was vice- 


Stocks 


By H. W. Cornelius, Bacon, Whipple & Co., 
135 S. LaSalle St., Chicago, April 14, 1959 





































Bid Asked 

$ $ 
Aetna Life 249 253 
Beneficial Standard ..............08 13% 14%2 
Business Men’s Assurance ......... 40 42 
Cal.-Western States ........ccccsesesee 103 106 
Commonwealth Life ...... 24 25% 
Continental Assurance . . 140 143 
Connecticut General ..... 367 373 
Franklin Life .............:00 81 8212 
Great Southern Life ................... 85 88 
Gulf Life 24% 25% 
Jefferson Standard 92 94 
Kansas City Life ......... . 1580 1610 
Liberty National Lif 4612 48 
Life & Casualty 21 22 
Life of Virginia .... 53 55 
Lincoln National 216 220 
National L & A. 114 116 
North American, 16 17 
Nw. National Life 97 100 
Ohio State Life 300 315 
Old Line Life .............0 63 65 
Republic National Life . 74 17 
Southland Life  nn...cccsessssessseee 135 139 
Southwestern Life  ...........ss00 146 150 
Travelers 90 92 
United, Tl. 42%— 4 
U. S. Life 47 48% 
Washington National ................. a Dae 65 
Wisconsin National Life ............ 87 93 
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chairman of the Board of Life Insur- 
ance Medicine and president of the 
poard of trustees of the Florence Crit- 
tenton League of Newark, which pro- 
yides care for young unwed mothers. 
He was also a trustee of the Newark 
Youth Consultation Service. He had 
peen a member of the executive council 
of Assn. of Life Insurance Medical 


Directors. 


Ind. Sales Caravan 
Visits 1,000 Agents 


A total of 1,064 Indiana life agents 
heard William E. North, New York 
Life, Evanston, Ill., and NALU secre- 
tary, declare that the greatest distance 
to be traveled is not between earth 
and outer space, but between where 
aman is and where he could be if he 
utilized his full potential; August 
Helle, Prudential, Waukegan, point 
out that no agent can sell life insur- 
ance but only food, clothing, and shel- 
ter; Paul Scherer, general agent Equi- 
table of Iowa, Youngstown, claim that 
production slumps could be eliminated 
entirely if someone would kill all the 
coffee trees in Brazil; and Chester El- 
son, general agent Mutual of Omaha, 
Des Moines, charge that 90% of all 
lost sales are a result of being physi- 
cally unfit—“that late, late show on 
TV being one of the biggest contribu- 
tors.” 

The four speakers appeared in Val- 
paraiso, Indianapolis, and Evansville. 
Special recognition was given in In- 
dianapolis to J. R. Townsend Sr., re- 
tired general agent of Equitable of Iowa 
there, who originated the sales cara- 
van 11 years ago while president of 
the state association. 


Advises Debit Men 


Mr. Helle, speaking from the view- 
point of the debit man, gave a seven- 
point formula for success: Gain the 
confidence of your policyholders; be 
enthusiastic; be considerate of and in- 
terested in your policyholders; get 
people to talk; sell low pressure, sell 
needs, and sell honestly; use the col- 
lection book as a map of where to go; 
constantly increase knowledge. 

Mr. Scherer charged that today is the 
“age of goof-off’”’ and suggested a se- 
ries of four “innoculations” to cure 
the “disease”: Imagination in prospect- 
ing and presentation; thinking, culti- 
vated by organized study courses; en- 
thusiasm; method in organizing for 
effective use of time and effort. 

The difference between success and 
failure is the ability to become in- 
spired, Mr. Elson—who described his 
own brand of enthusiasm as “rowdy” 
—declared. In a talk made up of 
anecdotes and antics that had the au- 
dience in the aisles and got a standing 
ovation-at the end, he claimed that 
any agent who keeps himself physical- 
ly fit, mentally alert, and “spiritually 
right” can “change the world.” 





Georgia And Alabama 
Handbook Published 


A new Underwriters Handbook of 
Georgia and Alabama has just been 
published by the National Under- 
writer Co. It provides complete and 
up-to-date information on the agen- 
cies, companies, field men, general 
agents, groups and other organiza- 
tions affilitated with insurance 
throughout these states. Copies of 

new Georgia and Alabama 
Handbook may be obtained from 
the National Underwriter Co. at 
420 East Fourth Street, Cincinnati 
2, Ohio. Price $12.50 each. 
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Violations Of MDRT 
Insignia Rules Off 
In Last 12 Months 


Violations of the insignia rules of the 
Million Dollar Round Table have 
shown a_ decline 
during the past 
year, according to 
Carl P. Spahn, 
Equitable Life of 
Iowa, Chicago, 
chairman of the in- 
signia committee. 

In the past, Mr. 
Spahn__ explained, 
most of the viola- 
tions were impro- 
per use of the 
MDRT die or of 
wording indicating 
MDRT membership. However, the rules 
now are specific on that point. As a 
result, most of the violations in the 
past year have been in the matter of 
advertising, by the member, his general 
agent, or his company. 

The advertising of membership in the 
Round Table is still prohibited by the 
insignia rules. However, it appears 
from a questionnaire sent out by the 
Round Table that a large percentage 
of the membership is in favor of modi- 
fying the rules as to the use of the die 
or wording on such things as tax let- 
ters, mailing pieces and _ proposals. 
Answers to the questionnaire also seem 
to suggest a more liberal attitude in 
the matter of advertising in a limited 
way if done by the member’s company 
and/or general agent. 

The insignia committee and the ex- 
ecutive committee are considering these 
points and hope to make some recom- 
mendations at the annual conference, 
to be held June 21-25 at the Americana 
Hotel, Bal Harbour, Fla. 





Carl P. Spohn 
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Construction on Praetorian Life’s new 
home office building, shown here in 
architect’s rendering, will begin this 
fall. The 15-story structure will have 
175,000 square feet of office space and 
will be erected on the site now occupied 
by the Praetorian building. Exterior 
surfaces will consist of porcelain steel 
finished in a brilliant Praetorian yel- 
low, a color created especially for the 
company. 
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MORE 
SALES POWER 
FOR YOU 





@ New — INSURED PURCHASE OPTION. 
Unique purchase option insures your clients’ future 
insurability. Purchase options available at age 25, 30, 
85 and 40. 


@ New — FAMILY PROTECTION RIDER. 
An “uncomplicated” plan which protects the whole 
family. One low rate for all eligible ages. 


@ Improved — DUAL DISABILITY 65. 

Level sickness and accident income to age 65. Optional 
lifetime and first day accident benefits. Non-cancellable 
— guaranteed renewable to age 65. 


MOTIVATING SALES IDEAS to interest your clients 
are as close as your telephone. Call our local 
office today, Connecticut General Life Insurance 
Company, Hartford. 


CONNECTICUT GENERAL @@-=) 

















| A GROWING COMPANY Has AGENCY Openings!!! 


If you are a capable and experienced Life and A&H Insurance Producer 
ready for advancement to a GENERAL AGENT, you may be able to 
qualify for CAROLINA HOME LIFE’S GENERAL AGENT CON- 
TRACT which offers— 


High Commissions, Excellent Renewals, Override Commission on the 
business of Sub-Agents, Bonuses for Persistency and Production, And 
many other wonderful features. 


Agency openings in the following states: 


North Carolina Mississippi West Virginia 

South Carolina Georgia Kentucky 

Virginia Arkansas Maryland 

Florida Tennessee Alabama 
Puerto Rico 


Write in confidence to: 


gO Hor 






Carolina Home Life Insurance Company 
Agency Department 
P. O. Box 1059 
Burlington, North Carolina 
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Provident Mutual 
Production Award To 
Philadelphia Agency 


At the annual meeting of Provident 
Mutual’s General Agents and Managers 
Assn. in Hollywood Beach, Thomas F. 
Irwin, Philadelphia, was awarded a 
production plaque as company leader 
for the eighth consecutive year. 

ther leaders winning plaques for 
top production in their divisions are 
Mark M. Moore Jr., Minneapolis; Sam- 
uel L. Zeigen, New York, and James 
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R. McCormick, Syracuse. Premium 
leaders are Messrs. Irwin, Moore, Zei- 
gen and McCormick. 

Given premium plaques for leading 
their divisions in other categories are: 

Percentage of increase—Knox Turn- 
bull, Charlottesville, Va.; Robert M. 
Fuller, Allentown; Mr. Zeigen, and 
Oscar M. Pitcock, San Jose. 

A&S—Henry G. Barnhurst, New 
York; Mr. Moore; John H. Frye Jr., 
Portland, Me., and F. Edgar Myers, 
Rochester, N. Y. 

Agency building—Mr. Irwin; Leon- 
ard H. Morgan, Atlanta; Norman D. 





ma specialist in the field 


Johnston, San Francisco, and W. Rich- 
ard Hutchinson, Jacksonville. 

Persistency of business—J. Henry 
Hooper, Baltimore; Clarence E. Tobias 
Jr., Norristown, Pa.; Mr. Zeigen, and 
Dudley Clark, Portland, Ore. 

Charles E. Probst, vice-president, 
group division, awarded the first place 
group production plaque to Roland D. 
Benscoter, Detroit. Runners up who 
received plaques are Lucien A. Haus- 
lein and Richard C. Mattis, Philadel- 
phia and Haverford; Paul W. Schenck 
Jr., Greensboro, and Thomas A. Galla- 
gher, Wilmington. 
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Chicago Claim Assn. 
Holds Panel On 
Professional Group 


There is nothing especially ney 
about professional group insur, 
but highly significant is the extent % 
which it is being written lately. 
was the opinion of Edward Finnema 
National Casualty, as he introduce 
and moderated a panel to discuss 
type of insurance before the App 
meeting of Chicago Claim Assn. ; 

Consisting of William Hechler, Py. 
vident Life & Accident; Robert Po}. 
locki, Lumbermens Mutual Casualty 
John Curry, Washington National, ani 
William Cooley, Continental Casual 
the panel delved into the underwri 
claims and competitive aspects of 
fessional group. 

One real problem of the disabilj 
underwriter is deciding exactly why 
the income of the professional man jf 
With no fixed income, professiong 
people like doctors are often necessan# 
ily vague about this point. : 

As to duplication of coverage, it way 
generally agreed by the panel thi 
most companies insure an applicant! 
no matter how much other insurang 
of the same kind he has, as long as fy 
is eligible. This is one of the hazard 
of professional group, but competitig! 
is so keen no company really wants {| 
turn an applicant down. Doctors cs 
more excessive coverage than any oth- 
er group. Excessive cases, howeve, 
are held to a minimum because of th 
premium factor. 

A single payment claim settlemen 
is often advantageous inasmuch as i 
eliminates the necessity for a reserve 
But many claimants, not trusting the 
own budgeting, insist on weekly a 
monthly checks. 

Impartial medical reports are often 
sought on a group of doctors. On 
member of the audience said he founi 
this statement “intriguing” and le 
wondered whether it was possible. Mr 
Poblocki said that in his experience i 
was possible. 

The May meeting of the association 
will be held on the 13th: The golf out 
ing is scheduled for June 12 at St 
Andrew’s Country Club. 
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Agency Officers Round 


Table Panels Scheduled 
For Hot Springs Meeting 


Management personnel and territor 
development, quality business and con- 
servation, plus new hot ideas, will b 
the areas for discussion on_ panel 
scheduled for the Agency Officers 
Round Table of LIAMA at the Home 
stead, Hot Springs, Va., May 10-13. 

Grant Westgate, AORT chairma 
and agency vice-president Ohio Nz 
tional, will preside. J. L. Beesley. 
senior vice-president Equitable Soc 
ety, is program chairman. 

A. McAllister, vice-president 
agencies, Sun Life of Canada, ail 
R. Radcliffe Massey, vice-presidet! 
John Hancock, will moderate the d* 
cussion on management personnel de- 
velopment. 

Moderator for the panel on develop 
ment of territory will be Perry ! 
Carter, vice-president —_Travelets 
George Dunbar, vice-president " 
charge of agencies Mutual of Canaéé 
will head the discussion on qualit! 
business and conservation. p 

The Wednesday session hot ide# 
panel will be moderated by Raym 
W. Simpkin, agency vice-presi@ 
Connecticut Mutual Life. J. 
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Pasteur little dreamed of the 
far reaching effect his theory 
and research of bacteria would 
have on the medical profession. 
Security Benefit Life knows full 
well the impact it is making, 
and will continue to make, in 
the Life Insurance Industry as 
the result of their theory of 
“flexibility’’ underwriting— 
geared to the ever changing 
needs and demands of a discrim- 
inating public. 

Licensed in most states, Security 
Benefit is a sound, established, 
highly rated company, offering 
its representatives up - to-date 
policies, efficient Home Office co- 
operation, plus tested sales aids. 
We feel we are the Company 
with the DIFFERENCE—here’s 
just a few reasons why: 
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1959 Time Saver For 
A&S Is Published 


The 1959 Time Saver for accident 
and sickness insurance, the annual 
reference book of policy information 
for agents, has been published by the 
Accident & Sickness Bulletins of the 
National Underwriter Co. It contains 
1,010 pages and its price is $6.50. 

The book, now in its 36th edition, 
describes the commercial, non-cancel- 
lable, and guaranteed continuable poli- 
cies and riders being issued by nearly 
100 companies, and reflects the devel- 
opments in these coverages in the 
highly competitive A&S field. The 
descriptions contain contract exclu- 
sions and give premiums for all ages. 

Included. are policies that have been 
announced in the past year in the 
activity among the companies to meet, 
competitively, the needs for broadened 
coverages, and to provide guaranteed 
hospitalization for older ages. During 
the year, additional leading companies 
have offered guaranteed lifetime cov- 
erages in hospital and surgical policies. 

In income protection, the new book 
reflects the continuance of another 
important trend—in guaranteed cover- 
ages for long-term disabilities. There 
are also additional guaranteed con- 
tinuable major medical coverages, in 
which the over-all trend has been 
toward the availability of increased 
benefits. 

Supplemental information in the 
Time Saver includes brief descriptions 
of disability provisions in life insur- 
ance policies of some 170 companies. 


Bankers National Life To 
Again Award Math Prizes 
To High School Students 


Bankers National Life, for the sec- 
ond year, will award mathematics 
prizes to students in high schools lo- 
cated near the home office in Mont- 
clair, N. J. Nine cash prizes of $25 each 
will be given to students in the senior, 
junior and sophomore classes of Mont- 
clair High School, College High School 
and Verona High School. 

Announcement of the awards was 
made by John D. Brundage, president 
of Bankers National, at the annual 
breakfast round table of Montclair 
State College, where Mr. Brundage 
presented a leadership award to Allen 
B. Du Mont, chairman of the Allen 
B. Du Mont Laboratories. 


Pote Joins Standard 
As Associate Editor 


Frank R. Pote, formerly advertising 
manager of Boston and Old Colony, 
has joined the Standard, New England 
insurance weekly, as associate editor. 
Stanley S. Knowles is publisher and 
executive editor. 

Mr. Pote while at Tufts University 
was editor of the Weekly, the college 
newspaper, and director of Tufts’ 
News Bureau. Prior to joining the 
Boston group, he was New England 
director of public relations of Lumber- 
mens Mutual Casualty. 


Three V-Ps Elected By 


Government Employees 

Government Employees has elected 
Norman L. Gidden vice-president, ad- 
ministration. He has been vice-presi- 
dent, production. Ralph C. Peak, 
comptroller, and George A. Peery, ac- 
tuary, have been elected vice-presi- 
dents and also retain their former 
titles. ; 
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Most people want to save money, Any savings plan 
is commendable, but the Equitable Life of Iowa’s 
Creative Savings Plan combines the best features of 
other plans and then goes on to add its own dis- 
tinctive values. The Creative Savings Plan is designed 
to help you get right into the heart of an interested 
interview — and the complete sales kit, including a 
phonograph training record, gets you there quick- 
ly. When the Career Life Underwriter works 
this presentation, he’s on the RIGHT ROAD. 
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THE DOOR TO SECURITY 
More than ever, the public’s desire for a guaranteed 
income when it is needed most, resulted in 
CROWN LIFE’S 
NEW BUSINESS RECORD 


$386,927,185 


With confidence that their plans for the future 
will become realities, the public owns a new record of 


$2,170,998,362 
CROWN LIFE POLICIES 
Paid or Credited to 
CROWN LIFE POLICYHOLDERS 


AND BENEFICIARIES $46,909,067 
to so many, living insurance 





NOW SERVING 44 STATES... 


Alabama, Birmingham 
Alaska, Anchorage 
Arizona, Phoenix 
Arkansas 2 
California, Beverly Hills 
California, Hollywood 
California, Los Angeles 
California, San Diego 
California, San Francisco 
Colorado, Denver 
Connecticut, Hartford 
Delaware , e 
District of Columbia, Washington 
Florida, Jacksonville 
Florida, Orlando 

Florida, St. Petersburg 
Georgia, Atlanta 
Georgia, — 

Hawaii, Honolulu 

Idaho, Boise 

Illinois ‘ 

Indiana, Indianapolis 
indiana, Muncie 





owa 
Kansas, Wichita 
Louisiana, Baton Rouge 
Louisiana, New Orleans 
Maine, Auburn 
Maryland, Baltimore 
Massachusetts, Boston 
Michigan, Detroit 
Michigan, Escanaba — 
Michigan, Grand Rapids 
Minnesota, Minneapolis 
Mississippi 

Missouri, Clayton 
Missouri, St. Louis 
Nebraska, Omaha 
Nevada : 

New Hampshire 

New Jersey, Newark 
New Mexico, Silver City 
North Carolina 

North Dakota, Fargo 
Ohio, Cleveland 

Ohio, Columbus 


Ohio, Dayton 

Oklahoma, Tulsa 

Oregon, Eugene 

Oregon, Portland ; 
Pennsylvania, Philadelphia 
Pennsylvania, a 
Pennsylvania, State College 
Pennsylvania, Wilkes-Barre 
Puerto Rico, San Juan 
Rhode Island, Providence 
South Carolina 

South Dakota ’ 
Tennessee, Memphis 
Texas, Amarillo 

Texas, Dallas 

Texas, Houston 

Texas, San Antonio 

Utah, Salt Lake City 
Vermont 

Virginia, Norfolk 
Washington, Seattle 
Wyoming, Riverton 


CROWN LIFE 


ESTABLISHED 
1900 


INSURANCE COMPANY 


120 BLOOR ST. EAST 
TORONTO, ONTARIO 
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VWahat interests... 


...YOU? 


Suppose we hired you. What would interest 
you most? Money? Assistance? Leads? Financ- 
ing? Prestige? The Federal Life Insurance Com- 
pany with a solid heritage of high perform- 
ance behind them doesn’t like to boast but 
their agents and managers are kings. They 
have everything a fieldman can ask for. 
If you would like to join the royal court of 
Federal Life Kings and are willing to build us an agency 
of strong career underwriters in the Life and Accident and 


Health field write: 


EMERY HUFF, Agency Vice President 


FEDERAL LIFE INSURANCE CO. 
6100 N. Cicero Avenue 


Chicago 46, Illinois 
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Defends Right To High Cash Value Policy 


(CONTINUED FROM PAGE 1) 


page 4 of proposed regulation No. 39) 
Yet the New York department quite 
properly has not attempted to chal- 
lenge this practice. 

“There is, however, one important 
difference in this regard between the 
operation of National Life and such 
other company referred to. Whereas 
such a company compels all of its pol- 
icyholders to purchase this insurance 
against surrender—and pay for it— 
National Life recognizes that some of 
its policyholders desire and need this 
type of protection while others do not. 


Can Serve Both Groups 


“By issuing two policies with high 
early cash values and its other policies 
with lower early cash values, it is 
able to serve the needs of both classes 
of buyers and, through adjustment of 
dividends, throw the added cost in- 
herent in its high early cash value 
policies on only those policyholders 
who desire, need and have bought 
that additional protection.” 

The National Life statement took is- 
sue with the draft regulation’s com- 
ments on what are “generally com- 
parable” policies. In National Life’s 
view, there are three basic respects in 
which one policy issued by any com- 
pany may differ from another: Death 
benefits, lifetime benefits (cash values 
and endowment benefits) and the cost 
of these benefits to the policyholder 
(gross premiums less dividends). 

“Concededly, if two types of policies 
issued by a company are alike in 
two of the respects catalogued, they 
should also be alike in the third,” the 
statement continued. “However, on the 
basis of this analysis National Life’s 
ordinary life policies and P.E.P. pol- 
icies are not ‘generally comparable 
policies’ because while they are simi- 
lar with respect to death benefits, 
they differ as to lifetime benefits and 
also as to net cost to the policyholder. 

“If the first principle stated on page 
4 of the proposed regulation, ‘that cash 
values between plans must bear a rea- 
sonable and regular relation to each 
other’ is valid, then that principle has 
certainly been honored in its breach 
by National Life and all companies 
doing business in the state of New 
York with respect to the regular line 
of policies which they issue.” 


Supported By Tabulation 


After setting forth a tabulation to 
illustrate this, the National Life state- 
ment continued: 

“The issuance by National Life of 
its P.E.P. and E-95 policies, together 
with its regular line of policies, is not 
discriminatory. The purpose of the 
company in doing so is to adequately 
serve different insurance markets with 
different needs. The company, recog- 
nizing that its high early cash value 
policies may involve somewhat in- 
creased costs, has projected different 
dividend scales designed to throw the 
cost of this feature on those of its 
policyholders who enjoy the benefit 
of it. 

“For example, on the basis of the 
1959 dividend scale, the first year di- 
vidend for P.E.P. issued at age 35 is 
$1.30 per $1,000, while the first year 
dividend for ordinary life at that age 
is $2.31. For the second policy year, 
the comparable figures are $1.82 for 
P.E.P. and $2.65 for ordinary life. 

“Because the company does not be- 
lieve that the disparity in cost will be 
great, its present projections are such 
that beginning in the seventh year 
(in the case of issue age 35), the P.E.P. 
dividends will go ahead of the ordi- 


nary life dividends, so that in subse. 
quent years a part, but not all, of the 
original disparity of dividends in favor 
of ordinary life will be made up. 

“If subsequent events establish that 
the estimate of the company in this 
respect is incorrect and that the ip. 
creased costs in P.E.P. and E-95 are 
greater than is now believed to be the 
case, adjustment in future dividends 
on those policies can correct the mat. 
ter.” 


Has Flattened Commissions 


The statement pointed out that as aq 
further safeguard the company has 
flattened commissions in connection 
with its P.E.P. and E-95 policies and as 
a consequence, if early terminations 
in connection with these policies ex. 
ceed expectations, the agent as well 
as the purchasers of these policies wil] 
bear the increased costs. At the same 
time, if these policies do persist, the 
agent’s compensation for selling them 
will be comparable to the compensa- 
tion received for the sale of the com- 
pany’s regular policies. The company 
also believes that the flattened com. 
mission will give the agent an added 
incentive to make sales that wil per- 
sist and to better service those sales, 

Regarding the proposed interpreta- 
tion of section 213 by which the pro- 
posed regulation would reduce first 
year premiums by the amount of any 
first year loan, National Life had 
this to say: 


Would Bar Early Loans 


“It seems apparent that no company 
could, as this proposed rule requires, 
set up two radically different rates of 
commission in connection with the 
same policy, one to be applicable if a 
policy loan is obtained from the com- 
pany during the first policy year and 
the other to be applicable if it is not 
Entirely apart from record-keeping 
problems, the fact that both the com- 
pany and the agent would have to 
wait until after the first’ policy anni- 
versary in order to know which com- 
mission rate was applicable would 
make any such arrangement entirely 
unworkable. 

“As a consequence, the practical ef- 
fect of this proposed rule, if adopted, 
will be to compel all companies who 
issue policies with early cash values 
higher than those in other forms issued 
by the company after July 1, 1959, to 
forbid first year policy loans in con- 
nection with such policies. 

“Furthermore, it is difficult to un- 
derstand the logic of a rule which 
says to the agents of National Life in 
effect, ‘If you sell one of your compa- 
ny’s P.E.P. or E-95 policies after July 
1, 1959, and if perchance the policy- 
holder borrows any amount on that 
policy from the company during the 
first policy year, then the policy which 
you have sold becomes a term policy 
and you shall be limited to term m- 
surance commissions only on the basis 
of a premium equal to the gross pre 
mium charged by the company les 
the amount borrowed. 

“‘On the other hand, even though 
you sell such a policy to a prospect of 
a financed-insurance proposal, if the 
purchaser does his borrowing from a 
bank on the security of the policy 
if the prospect, after doing so, 40é 
not obtain from the company any P&® 
icy loan during the first policy yea 
the insurance in question is perma 
ent insurance with respect to which 
you are entitled to receive the 
commissions authorized by New 
law with respect to permanent insu 
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statement completely? What is the 
significance of dividend projections 
extending beyond 20 years (or even 
for 20 years, for that matter)? 

“National Life suggests that the 
purposes of the department could be 
better achieved by requiring on all 
financed-insurance ledger statements 
some warning, where true, that beyond 
the period covered by the statement, 
interest costs will be constantly in- 
creasing and, where true, that the net 
amount of insurance protection will be 
constantly decreasing. 

“National Life applauds the require- 
ment that illustrations, including the 
dividend term option, state that the 
costs are not guaranteed. It is already 
insisting on that.” 

Anti-Twisting Provisions 

As to proposed safeguards against 
replacement of existing insurance, Na- 
tional stated: 

“National Life recognizes that it is 
generally undesirable for a policyhold- 
er to terminate the payment of pre- 
miums in part or in toto on existing 
insurance in connection with the pur- 
chase of new. While in isolated in- 
stances it may be in the interest of 
the policyholder to do so, it is imper- 
ative that he be fully informed as to 
the consequences of his act. 

“This is a problem which is not 
peculiar to the selling of financed in- 
surance. It applies with equal force to 
the selling of family policies issued 
by some companies authorized to do 
business in New York and to the 
sale of life insurance in all areas. Na- 
tional Life will willingly accept the 
responsibility in this area imposed on 
it if this particular rule is promul- 
gated. While the proposed rule is not 
specific on this point, it is presumed, 
in view of the traditional attitude on 
the subject, that it has no application 


ance on the gross premium specified 
in the policy.’ tes 

“It seems too clear for argument 
that National Life’s P.E.P. and E-95 
policies are permanent plans of insur- 
ance entitled to treatment as such un- 
der section 213 of the New York code, 
and that any attempt to treat them as 
something different, depending on 
whether or not the policy owner has 
occasion to take advantage of the loan 
provisions in the policy during the 
first policy year, is improper. 

“In this connection it is difficult to 
understand how the word ‘premium,’ 
as applied to a policy of the type here 
under consideration, can be given such 
a radically different meaning under 
section 213 of the New York insurance 
law then that word has received in the 
past and will undoubtedly continue to 
receive in the future under section 
187(2) of the New York tax law relat- 
ing to premium taxes.” 


One-Year Term Dividend Option 


With reference to the company’s 
one-year term dividend option rider, 
the memorandum said it is apparent 
that the company has, in the reason- 
able exercise of discretion, reached 
the conclusion that the rider will be 
(even if made available to them) used 
but little by purchasers of its policies 
other than purchasers of the P.E.P. or 
E-95 policies, and that the increased 
costs of making the rider available in 
connection with all policies will be 
substantial and out of proportion to 
the benefits derived. The company 
argued that this is a problem involv- 
ing the internal management of the 
company with respect to which it 
should be free to make its own deci- 
sion. 

National Life has in the past and 
still does make available to all of its 
policyholders, to the extent required 
by section 216(2) of the New York 
insurance law, the four dividend op- 
tions there provided. The section in 
question does not require companies 
to make this particular use of dividend 
deposits available to any policyholder 
and, therefore, clearly does not re- 
quire that it can be made available to 
all policyholders, the company con- 
tends. 


Life Expectancy Figures 


As respects cost illustrations and 
complete comparisons, the memoran- 
dum said. 

“National Life recognizes that in the 
long run life insurance sales which 
are not in the best interests of the 
policyholders are not in the best inter- 
ests of the company nor in the best 
interests of the life insurance indus- 
try as a whole. This principle includes, 
but is by no means limited to, the 
area of financed-insurance selling. The 
complexity of many financed-insur- 
ance presentations does suggest that 
Companies be required to take addi- 
tional precautions in an effort to make 
certain that such proposals are in no 
way misleading. 

“While National Life applauds this 
Part of the proposed regulation as a 
step in the right direction, it believes 
that it requires some modification 
and clarification in order to be practi- 
cal. Does this part of the regulation 
apply to non-financed-insurance pro- 
Posals as well as to financed-insur- 
ance proposals? If the answer to this 
question is yes, is it necessary when 
selling a policy on the life of an age 0 
Infant to give illustrative costs for 
Perhaps 70 years? 

Is it necessary to include in all 
Sales presentations a ledger state- 
ment covering the life expectancy of 
the proposed insured? Or, when the 
agent so desires, can he omit a ledger 





Agenda Prepared For 
Zone 3 Rally Of NAIC 


The agenda for the Zone 3 meeting 
of National Assn. of Insurance Com- 
missioners at Louisville May 3-4 has 
been completed. 

On May 3, Sunday, there will be 
registration, meeting of the rate de- 
puties and an informal reception and 
buffet dinner. 

The next morning will open with a 
breakfast for the commissioners, a 
welcome from Gov. Chandler and 
Mayor Bruce Hoblitzel of Louisville 
who is a local agent. The response will 
be by Larson of Florida. 

Items up for discussion include: 1. 
Should qualified rate men be included 
on convention examinations, and 2. 
Sales techniques of life insurance. John 
T. Acree, president Lincoln Income 
Life, will be toastmaster of the recep- 
tion that evening, and the main speaker 
will be Commissioner Palmer of Indi- 
ana. 

The next day will include a business 
session at which there will be a discus- 
sion of standardization of policy con- 
tracts in rate making by W. F. Simp- 
son, assistant attorney general of Ken- 
tucky. 

Colonial Life Introduces Its 
15-Year Family Security Policy 

Colonial Life has introduced a 15- 
year family security policy, a decreas- 
ing term plan designed for mortgage 
insurance. Premium payments on the 
contract are made for only nine years, 
and the outstanding amount of cover- 
age may be converted to a permanent 
plan within eight years. The policy is 
available from ages 18 to 55. Colonial 
is also offering similar coverage on a 
20- and 25-year basis, available to age 
50 and 45, respectively. 


LIFE INSURANCE EDITION 
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posed regulation No. 39. If the depart- 
ment does promulgate these rules or 
other similar ones, the company wish- 
es to point out that compliance will 
compel substantial changes in the 
method of operation of. the company. 
Consequently, if such promulgation of 
regulations is to occur, it is the re- 
quest of National Life that their effec- 
tive date be deferred a suitable period 
beyond July 1, 1959, in order to permit 
the company a reasonable period of 
time to implement the necessary and 
substantial changes in method of op- 
eration.” 


where it is proposed to replace a 
term insurance policy with permanent 
insurance at standard rates. 


Already Notifies The Loser 


“Except in the term-insurance sit- 
uation, National Life now notifies the 
other company involved in all cases in 
which the home office is aware of a 
proposed replacement. 

“In the light of the foregoing, it is 
the position of National Life that the 
New York department should not 
promulgate at least the first three 
rules of the five encompassed in pro- 












Rockets Along At 


Record Sales Pace! 
ee ee 





Mr. George zavadil, C.L.U. 
450 Equitable Building 
Baltimore 2, Maryland 
George: . 
| sas record of production nse 
ing which you compiled in your firs 


; p aa 
i tective Life is are 
ps pe yg: organs eet recently 

















achievement. > Program 

, ney Expansion 
ineuanrates Agen ieee field men, 
has brojaierer Ria 


















ee? 







Aas 
Be 
4 
r+ 


: P Me. George Zavadil, C.L.U. 
450 Equitable Building 
Baltimore 2, Maryland 


Dear George: 


Keep up the good work! meee 
ust & 

he above letter, you had } ssi 

bee : ag pon with Protective Life. on pret For 

rreeaig leased to note that your production a 

later, I’m plea fens 


i keting along at a recor 
3 pie : first to be established by 


i the J 
; i Itimore agency was f pore #4 
a iconbrodhe in Maryland, your page ene Fes Be P — 
; ph ve orthy. You have indeed set a high sta 
notew P 
in your area. 
3 tinued to grow. The company had 
e insurance in force maf 
more than a billion 


so has con c 
$900,000,000 lif 
d us. Today we have 


: Protective Life al 
q just passed the 
. when you joine 
dollars in force. 


Such progress de 


inui w and 
mands a continuing peogrem. of — 
better methods, sales material and policy ha . a a 
Life will continue to provide the top assista 
number of good companies with whem 
i rance success. We are grate 
the chance to provide you 





there are any nun 
d achieve life insuran¢ 
ng Protective Life 


George, 
you coul ne 
that you are giv! 
the opportunity. 






Your sincere good friend, 
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Home Office Changes 


New York Life 


Walter J. Roth, manager of the em- 
ploye protection plan, small groups 
division, has been appointed manager 
of the new business division; Oscar J. 
Rinehart, manager of the group an- 
nuity division, succeeds Mr. Roth, and 
Warren G. Norris, assistant manager 


of group annuity, moves up into Mr. 
Rinehart’s former post. 


Mutual Of New York 


Named to the home office sales staff 
for managerial training are L. Blaine 
Carr, after nine years of experience in 
the insurance field; Monroe M. Dief- 


endorf, project supervisor in the mar- 
ket development division since last 
April, and James E. Gibson, assistant 
manager at Dallas since last year. 

Also, Joseph V. Miller, assistant 
manager at Newark since 1957, and 
Caesar P. Tabet, assistant manager at 
Chicago since 1951. 


Great Northwest Life 


John G. Foster has been promoted 
from assistant to associate actuary. 
He began his actuarial career with 
Equitable Society after graduating 





WHAT IT MEANS TO BE A 


“MAN FROM 


MIDLAND 


MAITUAL” 





Midland Mutual has immediate agency openings in Florida, Illinois, 
Indiana, lowa, Kentucky, Maryland, Tennessee and Virginia. Opportunities 
also available in other states. Write Company for full information. 


What’s it like—representing a company 
that counts its people by the man, and not 
by the number? What are the benefits of 
representing a company where the “Help- 
ing Hand” philosophy of operation is a 
way of life for every associate? Part of the 
answer is in this letter from a new Midland 
General Agent to top management: 

“I have been wanting to write you about 
an incident which I shall never forget . . . 
which took place when I visited the home 
office. 

“You told me you wished I would find 
‘happiness’ with Midland Mutual. This was 
the last thing I expected to hear with re- 
gard to my appointment as a new General 
Agent. In conversations with other com- 
panies, the talk has always centered 
around production. 

“The discovery that Midland Mutual 
was concerned enough about my happi- 
ness to mention it was certainly revealing.” 

Naturally production is important at 
Midland Mutual too. But we believe that 
successful results can and should be 
achieved in a healthy climate of under- 
standing, cooperation and respect between 
field and home office. 


. THE MIDLAND MUTUAL LIFE INSURANCE COMPANY 


256 East Broad Street, Columbus 16, Ohio 
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from Harvard. In 1954, he became ag. 
sistant actuary of Great Northwest 
Life. 


Mutual Trust Life 


Sam F. Emma, general agent at 
Chicago, has been promoted to super. 
intendent of agencies. He has been 
with the company since 1957. 


North American Accident 


Joseph F. Cita, 
formerly chief life 
and A&S under- 
writer for Central 
National Life of 
Omaha, has been 
named director of 
life underwriting 
of North American 
Accident of Chi- 
cago. Prior to his 
six years with 
Central National 
Life, Mr. Cita was J. F. Cita 
for three years 
with World of Omaha. 





Independence Life 
Robert L. Bevis has been appointed 
director of group sales at the home 
office of Independence Life. He has 
been in the group business in Los 
Angeles for nine years. 


Republic National 


Harold W. Brad- 
ford has been ap- 
pointed = superin-, 
tendent of general 
agencies. He was 
formerly a general 
agent for Postal 
L.&C. at Houston 
and before that 
had eight years’ 
insurance exper- § 
ience. s 





H. W. Bradford 


Occidental Of California 
Robert M. Pederson, department au- 
ditor for three years, has been named 
assistant auditor. He has been with 
the company since 1953. 


American Travelers Life 
A group sales department has been 
created as a major function of the 
company’s growth program. Orville 
Miller is director. He previously was 
group representative for Bankers Life 
of Iowa. 


Security Benefit Life 
Dr. H. E. Roberts has been appointed 
assistant medical director. A graduate 
of Louisiana State University medical 
school, he has been in private practice 
in Topeka since 1946. 


SECURITY SAVINGS LIFE has 
named George C. Wallace, former Ala- 
bama circuit judge, as general counsel. 
‘He was a candidate for governor and 
runner-up to Gov. John Patterson in 
the 1958 election. 


LEE NATIONAL LIFE of Shreve- 
port has elected H. Franklin Gregory, 
vice-president of Midwestern Instru- 
ments of Tulsa, a director. 


CAPITOL LIFE of Denver has ap- 
pointed Sheldon M. Kingsted assistant 
treasurer. He will retain his position 
as manager of the investment depart- 
ment. 


NATIONAL OLD LINE of Little 
Rock has elected Russell L. King, viet 
president and actuary, a director. 


BENEFICIAL STANDARD LIFE 


has elected Malcolm Cravens, Pa 
Coast manager of Cravens, Dargai 
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& Co. and Alfred S. Bloomingdale, 
president of the Diners Club, direc- 
tors. 


UNION TRUST LIFE of Milwaukee 
has named H. E. Brumley manager 
of the group department. He has been 
with Federal L.&C. and Benefit Assn. 
of Railway Employees. 

AMERICAN ANNUITY LIFE of 
Lansing has elected John F. Bond, 
vice-president and superintendent of 
agents, a director. 

FARM & HOME of Indianapolis 
has elected J. Perry Meek vice-presi- 
dent in charge of public relations. 

FIDELITY BANKERS LIFE—Elect- 
ed a director is Henry S. Woodbridge, 
New York management consultant 
and investment banker and former 
president of Todd AO Corp. 


Conventions 


April 20-22, LIAMA, A&S meeting, Edgewater 
Beach Hotel, Chicago. 

April 29-May 1, Zone 5 of NAIC, Arlington 
Hotel, Hot Springs, 4 

May 1-2, Assn. of Advanced Life Underwriters, 
annual, Shoreham Hotel, Washington, D. C 

May 3-5, Zone 3 of NAIC, Sheraton-Seelbach 
Hotel, Louisville. 

May 4-6, Health Insurance Assn., annual, 
Bellevue-Stratford Hotel, Philadelphia. 

May 5-8, Interamerican Conference of Life Un- 
derwriters, annual, Havana Hilton Hotel, 
Havana. 

May 6-8, LIAMA, combination companies con- 
ference, Roosevelt Hotel, New York. 

May 6-8, American Management Assn., spring 
insurance conference, Roosevelt Hotel, New 
York. 

May 7-8, Ohio Assn. of Life Underwriters, an- 
nual, Miami Hotel, Dayton. 

May 8-9, New England Area Management Con- 
ference, annual, New Ocean House, Swans- 
cott, Mass. ; 

May 10-12, Life Insurance Advertisers Assn., 
southern round table, Dinkler Plaza Hotel, 
Atlanta. i 

May 10-13, LIAMA, agency officers round ta- 
ble, Homestead, Hot Springs, Va. 

May 11-13, Home Office Life Underwriters 
Assn., Edgewater Beach Hotel, Chicago 

May 15, Illinois Assn. of Life Underwriters, 
annual, Hotel Leland, Springfield. 

May 15, New York State Assn. of Life Un- 
derwriters, spring delegate, Astor Hotel, New 
York. 

May 18-20, Insurance Accounting and Statis- 
tical Assn., annual, Ambassador Hotel, At- 
lantic City. 

May 21-22, Pennsylvania Life Underwriters 
Assn., annual, York. 

May 24-26, Western round table of Life Ad- 
vertisers Assn., Ambassador Hotel, Los 
Angeles. 

May 25-26, Assn. of Life Insurance Counsel, 
Soul, Greenbrier, White Sulphur Springs, 

. Va. 





June 3, Fraternal Actuarial Assn., spring 
meeting, Atlanta Biltmore, Atlanta. 

June 4-5, Society of Actuaries, regional, Atlan- 
ta Biltmore Hotel, Atlanta. 

June 8-12, NAIC, annual, Statler Hotel. Boston. 
June 10-13, Florida Life Underwriters Assn., 
annual, Robert Meyer Hotel, Jacksonville. 
June 11-12, Society of Actuaries, western meet- 
ing, Fairmont and Mark Hopkins Hotels, 

San Francisco. 

June 11-13, ALC medical section, The Home- 
stead, Hot Springs, Va. 

June 14-17, International Assn. of A&H Under- 
writers, annual, French Lick-Sheraton, 
French Lick, Ind. 

June 15-26. ALC life officers investment sem- 
inar, Beloit College, Beloit, Wis. 

June 18-20, Life Insurers Conference, annual, 
Greenbrier, White Sulphur Springs, W. Va. 
une 19-20, Alabama Life Underwriters Assn., 
annual, Houston Hotel, Decatur. 

June 21-25, Million Dollar Round Table, annual. 
Americana Hotel, Miami Beach. 

June 28-July 1, Consumer Credit Insurance 
Assn., Desert Inn, Las Vegas. 

June 30-July 2, International Assn. of In- 
surance Counsel, annual, Banff Springs Ho- 
tel, Banff, Alberta, Canada. 

July 23-25, National Assn. of Life Companies, 
on, Castle in the Clouds, Chatta- 


Aug. 31-Sept. 2, International Federation of 
mercial Travelers Insurance Organiza- 
Sea nnual, Broadmoor Hotel, Colorado 


Sept. 1-4, National Insurance Assn., annual, 
on Hotel, Chicago. 
t. 11-12, Southwest Management Confer- 
ence, Statler Hotel, Dallas. " 
20-23, National Fraternal Congress of 
America, annual Sheraton Hotel, Philadel- 


Sept. 20-25, National Assn. of Life Underwrit- 
es, annual, Bellevue-Stratford Hotel, Phila- 
delphia. 
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HOME OFFICE 


Mutual Of New York 


Former members of the home office 
sales staff for managerial training who 
are named managers of new agencies 
in New York are E. Edward Franzese 
and Irving M. Stone. Mr. Franzese, who 
is a CLU, joined Mutual at New York 
in 1946 and was appointed senior as- 
sistant manager there in 1953. Mr. 
Stone, also a CLU, joined the company 
at New York in 1953 and became as- 
sistant manager in 1956. 

Claud P. Barrett, former assistant 
manager at Knoxville, has been named 
manager at Indianapolis to succeed 
Robert C. Thompson, who becomes 
brokerage supervisor there. Mr. Bar- 
rett has been taking managerial train- 
ing at the home office since September 
Mr. Thompson joined Mutual in 1946 
and was promoted to assistant manager 
at Chicago in 1948. 


United American 
Floyd E. Griffith Jr. has been ap- 
pointed manager at Kalamazoo. He 
has been in the business six years as 
agent and district manager. 


No. American Accident 


Melvin Kaylor has been appointed 
general agent at Spokane. 


Prudential 


Lawrence J. Monaldo, training con- 
sultant since 1956, has been appointed 
district manager at New York. He is 
a past president of Westchester Life 
Underwriters Assn. 

C. Earl Knoster, staff manager at 
Somerville N. J., has been promoted 
to district manager there to succeed 
Vincent Trocchio who transferred to 
New Brunswick. 


Massachusetts Mutual 


Don C. Peterson, who has been in 
charge of the branch office at Nocona, 
Tex., has been appointed district man- 
ager at Fort Worth. 


Northwestern Mutual 
Paul V. Severin has resigned as gen- 
eral agent of Mutual Benefit Life in 
Richmond to join the Goldman agen- 
cy of Northwestern Mutual Life in 











Take the Next Step 


UP! 


Join the March to 


NAAIC™ 


If it’s opportunity you're after, North American 
Accident Insurance Company will qualify a 
limited number of producers for key positions— 
Life or A& H—in its sales organization, that’s 
why we're looking for 

NEW PRODUCERS WITH 

NEW IDEAS 

Whether you are a veteran Life or ARH man 
anxious to carve out a fresh future—or a new- 
comer eager for success in minimum time—get 


on the bandwagon with our 


G& NEW STREAMLINED LIFE PORTFOLIO! 
Realistic rates . . . hard-hitting sales aids. 

NEW GROUP FACILITIES-LIFE AND A&H! 

With this equipment you compete and win! 

OUTSTANDING AGENCY CONTRACT! 

Ask any NAAIC* representative. 

PLUS top commissions and level A&H renewals . . . no branch offices 

to compete with you . . . bonus incentives. Join the March to NAAIC* 

... write S. R. Rauwolf, Vice President, Dept. 16. 


| American Accident Insurance Company 


A Stock Company « Licensed to operate in 48 states and the District of Columbia 
LIFE - ACCIDENT - HEALTH 
209 South La Salle Street - Chicago 4, Illinois 


@ 
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FOUNDED 1886 








Modern Americans 








Want MODERN 
LIFE INSURANCE 


Modern Americans seek the best, and keep abreast of advancements being made each day in all fields. This is the 
primary reason more Modern Americans are entrusting their insurance programs to Modern Wood life llors. 
They know these men and women represent an organization that is constantly attuned to the public's insurance needs. 











Agents, knowing they represent a sound and progressive organization, add real force to their efforts. The latest in 
selling tools are readily available, also— outstanding sales aids, cost-sharing newspaper advertising, training schools. 
For both agents and policyholders who want modern life insurance, it's Modern Woodmen. 


Sell Modern Life Insurance 
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life Insurance 
for the entire y 
2 


family & 






$630,000,000 LIFE INSURANCE IN FORCE 





$850,000,000 RETURNED TO POLICYHOLDERS AND BENEFICIARIES 


MODERN WOODMEN of America 


Se/l MODERN WOODMEN 


ASSETS EXCEED $212,000,000 


HOME OFFICE — ROCK ISLAND, ILLINOIS 
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how low Is 
“low cost”? 
here's the answer... 


Compare and see for yourself the low rates of Woodmen 
of the World Life Insurance Society protection. They're 
the lowest in the business! Our annual rate for a 
$10,000 Term to Age 65 certificate, age 35, is just 
$131.40 and average annual anticipated refunds 
reduce this to $101.21 net. This plus many outstand- 


ing fraternal benefits, too. 





T. E. Newton 
Field Manager, Dept. N459 


FOR COMPLETE 
INFORMATION, WRITE 





WOODMEN :.. WORLD 


LIFE INSURANCE SOCIETY 


HOME OFFICE: 1708 FARNAM STREET * OMAHA 2, NEBRASKA 


Reneficia 
THOUGHTS 


“Laziness grows on people; it be- 
gins in cobwebs and ends in iron 
chains. The more one has to do, the 
more he is able to accomplish”. 


Sir Thomas Buxton 


A “Beneficial Thought” indeed for 
those of us in the business of “life in- 
surance” and who want to be success- 
ful in providing the public with its 
benefits. 


BENEFICIAL LIFE 
uses Ge) Capon 








HieNATIONAL UNDERWRITER 


Richmond as a personal producer, spe- 
cializing in estate planning, taxation, 
and business insurance. He was head 
football coach of Randolph-Macon Col- 
lege in Richmond from 1950 to 1957 
and before that was football coach at 
University of Florida. He entered life 
insurance on a part-time basis in 
1952. 


State Mutual Life 

Robert E. Sar- 
hatt has been ap- 
pointed manager at 
Lansing, where he 
joined State Mu- 
tual as an agent in 
1955. 





, 


Robert E. Sarhatt 


Lewis J. Gras- 
berger has been 
appointed manager 
at San Francisco. 





He entered the 
life business. in 
1953. Lewis J. Grasberger 


Roberto M. Gon- 
zalez has been ap- 
pointed manager 
at San Juan, Puer- 
to Rico. He entered 
the insurance bus- 
iness in 1946 as 
claim manager for 
American Employ- 
ers and was named 
manager of the 
Puerto Rico claim 
departmentof 
Travelers, for 
whom he later be- 
came life manager for Puerto Rico. 

Named group manager at San Juan 
is Carroll J. Daly, former district group 
supervisor of Provident Life & Acci- 
dent at Memphis. He entered the group 
life business in 1951 with Connecticut 
General and later joined New York 
Life at Birmingham, Ala. 





Roberto M. Gonzalez 


John Hancock 


J. Key Powell, 
assistant superin- 
tendent of agen- 
cies, has been 
named _= general 
agent at Columbia, 
S. C., to succeed 
the late Grady 
Forgy Jr. Mr. 
Powell entered the 
life business in 
1949, joined John 
Hancock as_ unit 
manager at Fort 
Worth in 1956, and 
became field assistant at the home of- 
fice in 1957. 





J. Key Powell 


Monarch Life 
Leonard B. Clark, general agent at 
Kansas City, for 17 years, has 


been named regional manager in the 
southwest. Appointed general agents 
within the five-state area under Mr. 
Clark’s supervision are: 

Richard R. Evans, Kansas City, Kan., 
who joined Monarch in 1956 and was 
appointed supervisor last year. 

Roger M. Howard, North Kansas 
City, Mo., supervisor at Kansas City 
since 1958. He has been with Monarch 
since 1941, most of the time as an 
agent at St. Joseph, Mo. 

Linus C. Keal, Springfield, Mo., a 
former agent at Fort Scott, Kan. 
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Jerry A. Minor, at Kansas City, 
where he joined Monarch over a year 
ago. 

Don J. Schreck, Wichita, who has 
been with the company since 1957, 


Berkshire Life 


W. L. Palmer Jr, 
has been appointed 
manager at Wor. 
cester, Mass., to 
succeed Joseph P. 
Burns, who has re. 
tired from field 
management. Mr. 
Palmer entered the 
life business jp 
1955 with Pruden. 
tial at Worcester, 
and in 1956 was 
named assistant 
manager there, 


Old Equity, Il. 


Milton Zepkin has been named act- 
ing state manager for Tennessee with 
offices at Nashville. 


Life Of North America 


C. L. McCaw Jr., 
assistant manager 
at Dallas _ since 
1958, has been 
named manager 
there. He entered 
the life business 
in 1950 as an agent 
of Guardian Life 
at Dallas, where 
he was appointed 
brokerage manager 
in 1957. 





W. L. Palmer Jr. 





C. L. McCaw Jr. 


Bankers Life Of la. 


Donald Frankeberger has __ been 
named manager of a new Bakersfield, 





Donald Frankeberger 


Howard C. Hill 


Cal., agency, and Howard C. Hill has 
been named manager at Fort Worth. 
Mr. Frankeberger was with Massachu- 
setts Mutual Life as supervisor at 
Fresno. He began in insurance in 1955 
with Pacific Mutual and later joined 
West Coast Life. Mr. Hill has been 
in the business 10 years. 


MARYLAND LIFE has _ promoted 
J. Vernon Gilliss, former  assixtant 
secretary, to comptroller. 


SURETY LIFE of Salt Lake City 
has named LaVerne Engler district 
manager at Denver. He began in it- 
surance in 1952 in South Dakota with 
United Benefit Life, going to the home 
office in 1956 and subsequently be 
coming assistant to the director of life 
training. 


Nationwide To Pay 6% In Stock 

Directors of Nationwide Corp. have 
declared two stock distributions of 3% 
each to be made in May and Novembet, 
1959. Last year Nationwide Corp. made 
a 5% stock distribution and paid 15 
cents per share. 

Nationwide Corp. is holding com- 
pany with large investment in Nati 
wide Life, National Casualty, Michigat 
Life and Northwestern National Life. 
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Western Life To Quit 
Mont.: Tax Climate 


Given As One Reason 


Western Life, an affiliate of St. Paul 
F.&M. since 1957, will move its home 
office from Helena, Mont., to St. Paul. 
Offices will be established in a new 
puilding now under construction there, 
scheduled for completion in 1961. 

Founded in Helena in 1910, Western 
Life was licensed in 11 western states, 
this number increasing to 40, including 
Alaska and Hawaii, upon its affiliation 
with St. Paul F.&M. The life company 
also has entered the group A&S and 
hospitalization field. 

R. B. Richardson, president, cited 
several reasons why it was decided to 
move the home office: greater effici- 
ency and economy by coordinated op- 
eration in the same location with St. 
Paul F.&M.; faster and cheaper trans- 
portation, mail services and other com- 
munications available in a metropoli- 
tan center; availability of greater 
numbers of adequate personnel; better 
coordinaton of activities of the affilia- 
ted companies both at the home office 
and in the field. 


Tax Is Above National Average 


Another reason Mr. Richardson gave 
was the need for a favorable tax 
climate for a growing life company 
under today’s highly competitive busi- 
ness conditions. “The national average 
of premium taxes charged by states 
is 1.97%,” he explained. “In Montana 
the tax was 2% until 1957, when the 
legislature increased it to 2.25% ona 
‘temporary’ basis. It extended that 
higher rate again in the 1959 session. 

“The effect is this. Under state re- 
taliatory tax laws peculiar to the insur- 
ance industry, any policy sold is taxed 
at the premium rate charged by the 
state where it was sold or at the rate 
charged by the state in which the 
insuring company is domiciled, which- 
ever is greater. 

‘Montana’s higher-than-average 
premium tax rate thus fills the coffers 
of other states. Competing companies 
outside of Montana pay our rate on 
the policies they sell in Montana. We 
pay the high rate on virtually every 
policy we sell because Montana’s rate 
becomes our minimum rate throughout 
the country.” 

Mr. Richardson added that the two 
states with the highest concentration 
of domestic insurance companies—New 
York and Connecticut—each have a 
premium tax rate of 1.75%. 


Will Have Same Or Better Job 


As to present home office personnel, 
Mr. Richardson stated that every of- 
ficer or employe who chooses to move 
with the company to St. Paul “will be 
Placed in a position of like or greater 
tesponsibility” than currently held. 

Also, plans are being made to ease 
the transition for those who do not or 
cannot move with the company and 
every consideration is being given to 
minimizing the economic disruption 
which may be felt by the community 
of Helena,” he said. 

Commissioner Holmes has been 
quoted by the company as saying, “It 
(the move) has my blessing. The 
Wonder is that Western Life has suc- 
ceeded in making such marvelous pro- 


sress in the face of so many handi- 
caps.” 


— 


Union Mutual Life’s non-cancellable 
A&S premiums have passed the $3 
_uwion mark. Union Mutual has been 
in the A&S business since 1940 and 


S been writing non-can since 1945. 


LIFE INSURANCE EDITION 


Health Institute 
Survey Explores Public 
Attitudes On Coverage 


Among those American families 
having health insurance, how many 
make use of it? How do they feel 
about it and what suggestions do they 
have for its improvement? 

Answers to these and many other 
questions pertinent to the health in- 
surance business are contained in “A 
Profile of the Health Insurance Pub- 
lic,” a report on the pattern of health 
coverage in this country and public 
attitudes towards such coverage, pub- 
lished by Health Insurance Institute. 

The report is based on a nationwide 
study conducted for the institute by 
National Analysts, Inc., in late 1957. 
Interviews were obtained with 2,000 
representative families and involved 
6,600 individuals. 


Two Out Of Five Receive Benefits 


The survey found a high degree of 
usage of health insurance among cov- 
ered families. Nearly two out of every 
five families reported they had re- 
ceived benefits under their policies 
during the 12 months preceding the 
interview date. Among insured fam- 
ilies, 69% said they had at some time 
submitted one or more claims. The 
survey also found that all family mem- 
bers were covered in 60% of those 
interviewed. In 73% of these fam- 
ilies, at least one member had health 
coverage. 

Some 81% of those interviewed said 
they had a favorable attitude toward 
the idea of having health coverage for 
themselves and families. Many voiced 
a need for more information on health 
insurance, and half of those already 
insured who expressed a desire for 
more information thought they could 
use additional coverage. The informa- 
tion most frequently desired con- 
cerned general facts on the types and 
extent of coverage. 

The need for more information was 
further emphasized in the survey find- 
ing that among all families making 
suggestions about health coverage, the 
most frequently made suggestion was 
—“‘provide more information.” 


Minn. A&H Assn. Readies 


Agenda For Annual Parley 


ST. PAUL—“Selling the Better Buy- 
er” will be the topic of a sales panel 
at the annual convention of Minnesota 
Assn. of A&H Underwriters here April 
21-24. 

Presiding over the panel will be 
L. V. Randall Jr., Monarch Life. Mem- 
bers of the panel will be Robert N. 
Sandison, Massachusetts Protective; 
Walter Fesenmaier, North American 
Life & Casualty, New Ulm, and James 
Rustad, Business Men’s_ Assurance, 
Rochester. 

At a luncheon the second day the 
speaker will be Gail Shoup, president 
International Assn. of A&H Under- 
writers. Others on the program are 
Bruce Gifford, managing director of 
the international; Rollie Slotten, Inter- 
State Assurance, Des Moines; Harold 
Peterson, American United Life, Indi- 
anapolis. 


Women Offered 3-Year Differential 


A new preferred risk plan offered 
by Southwestern Life will calculate 
female lives at three years younger 
than actual insurance age. The plan 
is issued for a minimum amount of 
$10,000. Cash and non-forfeiture val- 
ues will be based on insured’s actual 
insurance age. 
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HELP in paving the 
way for successful in- 
terviews is provided 
North American field 
men by newspaper ads 
like this appearing 
nationally in Nalac 
rkets. : 
"is one way Nalac s 
CONFIDENT LIVING 
approach is working to 
assure CONFIDENT 
SELLING for an — 
omplete portioio 
Lite ye S&A. Ask for 
Brochure BO-321. 


* Exclusive North American 
service mark 





Over 

$3, Billion of 

Life Insurance 
in Force. 


Home Office: 
Minneapolis, Minnesota 


Canadian Head Office: 
Hamilton, Ontario 
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H. P. SKOGLUND, President 
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“When you kill time 
time kills you” 


It is the height of irony that the customary gift 
to a retiring worker is a gold watch with which to 
keep track of the many idle hours confronting him. 
Nowadays there are more of these hours facing 
the retired man than ever before. In our own time, 
modern medicine has increased the life span by 
more than 20 years. That’s a lot of time to kill— 
even by listening to the ticking of a nice gold watch. 


But the attitude toward old age is beginning 
to change. Those gold watches are coming in 
handy, because old age is no longer catching 
us unawares. Without advance planning, the 
gift of time can be just so many dull hours to 
endure. But with planning, those hours can 
be lived to the full, and enriched by hobbies 


and travel. 


You can make good use of your gold watch, and 
be financially prepared to enjoy a useful period of 
retirement. Your representative can give you in- 
formation about the North American Lifetime 
Income Plan, which provides you with a regular 
check every month of your life, from the retire- 
ment day you specify. Or, if something should 
happen to you, your family receives a regular 
income. Plan now for a confident tomorrow. 


sentative in youg 


Call on the North American repre 










NORTH AMERICAN 
Life and Casualty Company 


H.P.Skoglund—President J.E.Scholefield, CLU—Vice President, Director of Agencies 


NORTH AMERICAN INSURES CONFIDENT LIVING 











New agents 

at Standard get 
a full week 

of intensive 
training at the 
Company’s Home 
Office before 
taking field. 


Individual Trainin g gives Standard agents a head start 


Every month, the picture you see here is repeated at Standard’s 
Home Office...new Standard agents in small groups receive basic 
individual instruction from a Standard sales executive. Spe- 
cialized training classes are only one of the many reasons why 
Standard representatives do so well... right from the start! 


For qualified personnel, Standard also conducts classes in intermediate and advanced underwriting. 


Standard 


INSURANCE / LIFE « ACCIDENT « SICKNESS 


COMPANY 


Home Office: PORTLAND, OREGON 
Serving California, Oregon, Washington, Idaho, Utah, Arizona, Hawaii 


Individual and Group 
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1958 Life Sales Top $5 Billion In Illinois 


Domestic, foreign and alien life com- 
panies operating in Illinois rang up an 
impressive $5,222,586,934 of new busi- 
ness in 1958. 

New ordinary life written by Iuli- 
nois companies came to $474,632,423, 
bringing the in force figure to $2,- 
525,091,426. New group was $646,- 
195,196; in force $1,447,535,033. In- 
dustrial amounted to $66,881,577 for 
new business, with $259,652,601 in 
force. 


Ordinary written by out of state 
companies was $2,778,175,877, with 
the in force figure $18,649,907,875. 
Group was $1,021,812,720; in force 
$10,169,084,008. Industrial came _ to 
$211,257,447 and in force $2,078,842,- 
808. 

Canadian companies wrote $42,377,- 
443 ordinary and $27,401,080 group. 
The in force figures in that order were 
$333,501,354 and $136,279,055. 

Assessment companies wrote $11,- 


423,999 ordinary, $3,106,100 group and 
$37,080,916 industrial. The in force 
figures in that order total $40,840,324; 
$15,883,200; $38,672,878. 

Fraternals domiciled in Illinois 
wrote $22,928,975 ordinary, bringing 
the in force total to $438,287,550. Fi- 
gures for the out of state fraternals 
were $69,313,181 ordinary and $491,- 
443,474 in force. 

Individual company figures follow: 
All figures are for ordinary unless 
designated (G) for group or (I) for 
industrial. New business figures in- 
clude business revived and increased. 





point of view 






safeguarding tomorrow 








Northwestern Mutual’s 


makes a difference... 


e believe that 

selling in the field 

is vital training for agency 
executives. 


very one of our General and District 
Agents has, at one time, sold effec- 


tively in the field. The 


Home Office Agency Department officers 
have similar backgrounds. Several home 
office executives are also Chartered Life 


Underwriters. 


Naturally, men with such down-to-earth 
understanding of life insurance selling 
have the best possible grasp of an agent’s 
problems. They are able to help North- 
western Mutual agents make progress in: 


a practical and realistic way. 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 
Milwaukee, Wisconsin 


majority of our 
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ILLINOIS COMPANIES 
New Business In Force 
$ $ 
All American L.&C, 14,533,275 29,550,749) 
(G) 1,576,250 2,694.75) 
Allstate Life .............. 16,406,175 9,248,97 
(G) 263,673,706 263,673,205 
Amalg. Labor Life ..... 187,000 589,009 
(G) 928,000 15,9065 
Amalg. L.&H. ............ 13,000 109,64) 
(G) 95,500 9,662,001 
Associated Life nr 64,500 572,999 
OER). -cocesszeasaudscscace 2,502, 
Bankers L.&C.. _........ 48,968,467 163,761 
(G) 8,644,970 352, 
Bankers Mutual ....... 11,445,379 32,017,665 
en. Assn. Emp. 1,168,30! 8,016.79 
(G) —- 8,042,967 52,7004 
Central Standard .... 4,603,792 81,004.04 
(G) 29,500 735,00 
(1) 407,315 1,528 85 
Chicago Met. Mut. .. 3,736,394 9,206,6n 
TI) 23,402,893 82,982.64 
Consolidated Amer. 920, 920,04 
Constitution Life ..... 7,498,850 20,785.00 
( ¢ ; —_ 60,381.29 
Continental Assur. .. 47,599,863 aan 
(G) 98,398,620 506,669.44 
Cornbelt Life ............ 4,210,865 6.8375) 
(G) 502,606 551,14 
Country Life _............ 92,939,957 820,773.24 
(G) 2,793,000 11,584;09) 
Farmers Equitable .. 1,435,012 1,754,4% 
(@) 689,913 410,67 
Federal Life .............. 28,396,256 159,626.79; 
; (G) 48,000 8,750,15) 
Fidelity Life _............ 4,749,780 31,631,414 
(G) 743,948 3,475,085 
Franklin Life __............. 59,902,642 281,034.34 
Globe Life ............... 2,270,897 41,762,1% 
(G) 141,025,748 141,025,714 
CBP cecdaccutenasenssate 1,506, 
Great Lakes .............. 3,442,106 15,408, 8 
(G) 87,742 657.4 
Great States Mut. .... 3,230,309 17,660,404 
(G) 337,000 1,028.00 
(D) 98,750 295,751 
Horace Mann ............ 3,757,142 12,411,9% 
ces © \cesentueentaassorss 1,444.00 
Ill. Mid-Cont.. ............ 17,029,400 16,676.44 
Ill. Mut. L.&C.......... 277,704 267,704 
Municipal of Am. .. 1,087,263 3,479,601 
(G) 79,000 1,214,500 
Mutual Lel. 134 ........ 5,000 14,00 
(G) 351,000 36,789,00 
Mutual Trust ............. 7,635,022 81,722.52 
No. American Acc. 12,902,453 19,258,48 
(G) 491,779 2,208,946 
No. Am. of oo 5,728,716 50,945,098 
ehetehanbinseieeness 197, 
Old Republic _............ 9,628,151 9.51810 
? G) 65,601,975 122,602 
Protective Life (G) 8,607,694 14,701,115 
Prudence Life 52,500 027,715 
Reliance Mut. .......... 3,839,811 12,166,563 
(G) 2,495,682 3,625,442 
MD | | satenabuatlnensnanes 48,009 
Rockford Life .. ........ 8,191,054 31,743,281 
8) 15,397,500 924,991 
Self Help Mut. ........ 3,473,114 21,057,000 
State Farm Life ...... 21,145,012 132,051,685 
(G) 13,827 14, 858,2% 
Supreme Liberty .... 5,710,980 13,519,664 
(G) 407,935 2,695,910 
) 4,556,318 20,773,291 
Trans-Continental 
‘ 3,837,500 3,775,00 
United Chicago ......... 6,878,231 18,476,23 
2,555,400 15,837,500 
’ ) 23,012,726 43,381,821 
Victory Mutual ........ 2,918,9% 
Dp”  cesentthonaeaaelers 180,00 
De ° -. -cacdamniaaiiaaanan oi 
Washington Nat. ...... 9,067,660 60,736,382 
(G) 22,981,973 111,146,583 
(I) 12,880,671 3,204,654 
OUT OF STATE COMPANIES 
Acacia Mutual .......... 7,070,917 82,433,545 
Aetna Life _................. 27,249,883 208,829,233 
(G) 49,914,800  1,239,157,50 
Am. Bankers, Fila. .. 2,175,182 1,992,882 
Am. Hosp. & Life .. 1,008,562 3,980,18 
(G) 258,754 1,096,74 
Am. Life, N. Y........ 19,000 19,000 
(G) 307,700 307,700 
American Mut. ........ 3,455,920 19,721,981 
; (G) 8,000 223,500 
American Nat. ........... 17,585,794 
AGED — ssccssetpccteecge 7,437,903 
(I) 9,135,674 7,845,082 
American Republic 8,048,481 7,372,465 
American States. ....... 570,830 570,83! 
Am. Travelers. .......... 360, 361,00 
American United 10,708,693 42,951,668 
(G) 2,722,000 5,200,910 
(I) 7,816 1,246,289 
Assoc. Ins. (G) 3,041,000 3,041,000 
Atlanta Life .......... 102,348 327i! 
(I) 981,107 950,77 
Bankers Life, Ia. ... 13,201,531 139,500," 
( 9,563,348 131,741,461 
Bankers Life, Neb. (857,921 33,144,100 
Bankers Nat. ............+ 3,227,624 6,905,008 
(G) 244,732 163,964 
Bankers Security .... 5,691,483 4,412,982 
(G) 102,700 70,96 
Bankers Service ....... 1,547,437 412,68 
Beneficial Standard 1,134,353 3,004,317 
Berkshire Life .......... 232, 25,791,981 
12 Cs as CES 11,506,217 50,032, 
(G) 781,241 5,304,851 
California Life ........ 27,858 TM 
(G) 378,000 11,5350 
RE). sccsetesegnacounoe 
Capitol Life _............. 42, 668,59 
(G) —. 1,140,103 4,018 
Cavalier Life oc. 801, 241588 
(G) —:12;934;573 (26,735.88 
Central Life ... 5,457, cr 
Central Nat. ... 2,404,545 ons) 
1,145,972 ae 
Citizens Nat. 12,000 
College Life 4,461,455 1 





Colonial Life 


eee 
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30,451 
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"1 New Business In Force 
$ $ 
$ In Force § commercial Life, Mo. 2,506,849 2,824,444 
$ ith Lea, 401/500 1'138'000 
onwea 8A, Z ,134, 
ae oe (G) 500 69'590 
19.248 1 Bibagest 2168007740 
‘ . General .......... 
a cal (G) 94,949,717 317,168,327 
361,913,613 
1,813,418 
a 
2.sine 57-232 312,751,793 
ro METMRERG:  caccgseerceneo 4 A 
163,761.2y F Delro (1) «4,071,633 «—«1,442°736 
32a Employees Mut. (G) 2.924.200 9,539,800 
SOI | Equitable Soc. ......... 138,153,748 1,155,922,391 
sane ) 126,725,789 1;391,305,750 
81 00 Equitable of Towa .. 15,721,133 177,577,601 
004,06 F Farm & Home ........ 289,520 1,745,253 
1 mE parmers New “World 1771615 3,482,188 
2,528. feaeral 1.8 3,077,928 7,349,830 
Pepe 2,644,309 5,684,885 
2.06200 F pidelity L.&l. ,000 113,445 
20 Fidelity Mut 9,290,591 70,555,264 
ape3.00 BF First Unite 1451091 1,451,091 
‘38% § Foreral American... 7,008,600 —_ 54,376,200 
200,000 (G)  33,713;305 ‘128,533,800 
‘mo tr 
1,288) ,205, 
e.ar7an Grain State Mut 2,879,750 7,837,093 
) A ; 
ey (I) 654,221 4,280,392 
aan ment Emp. .. 849,847 400, 
1g cae (G) 218,276 4,606,177 
rnment Pers. .. 3,127,653: 786. 
158,626,m oom Fidelity... 937,725 1,313,700 
gor70l8 Guarantee Mutual. 1,328,074 20,462,943 
+a Guarantee Reserve 444,548 2; 649,612 
475.05) Guardian Life .......... 5,795,036 51,829,406 
“aa o ae see 
Y Life ...-cscresseeseoee 7,459, ,155, 
14.0354 ne 4,209,464 12,913,838 
¥ teaders 81,096 ; 
_ Homes 9°500 11430 
mdence L.&A. 20,500 q 
17,600,44)) nO eeolis Life ...  6,500.850 54,216,845 
~—"- Inter-Ocean ern 145,482 46,873 
) CER. |. sncciesamerat 
12,411.89 Mate. 2. 7,409,406 48,606,189 
1,444) Tefferson (G) 96,000 "276,000 
16,676, Jetterson Standard 1,310,060 12,739,265 
267,168 John Hancock .......... 153,780,291 796,481,540 
3,479.60 (G) 58,2095054 —_§28, 459.278 
er (1) 12,680,058 147,606,837 
Ci 4,830,38 684, 
36,7800 Tafayette ol 3,902,187 12,938,362 
81,722,5 (G) 38,000 126,543 
an Life of America ...... 48,703 194,387 
, oe ee ; 
50,0458 Fite of No. Am. ...... 2/345,531 2,194,165 
197,001 (G) 1/532,227 2'149,229 
Inn life cf Va. ......... 689,041 16,470,346 
ae . (Qik Lee 7,896,848 
OLS BF Lincoln Mut. .ssceu.oe 1,230,945 2/059,384 
2,027.15 F Lincoln Nat. ......... 56,332,953 445,703,800 
12,166,581 (G) 18,123,046 «143,364,265 
3,625,41 F oval Protective ...... 240/336 1,821,260 
48 (G) 33,000 6,599 
3.732 Lutheran Mut. 6,590,422 53, iis. "226 
21-510 ee A 2,889°001 1,101'529 
y 0! WA, .... 883, ,101, 
132,051.85 Bo (Py 15,241,353 6, a5 272 
} Manhattan Life ...... 4,868,859 9,74 
4 (G) 1/317,333 4,236,753 
207mg | Mass. Indem. & Life. 5,000 7000 
, Massachusetts Mut. 86,397,404 476,218,027 
oon (G) 8,920,396 ‘100,199,371 
edo Metropolitan... 464,494,210 3,318.591,774 
See (G) 190,484,988 2,364,982,035 
a (1) 14,956,482 853,516,938 
Zoe | Michigan Life ......... 79,000 655,232 
ime (G) 498,135 3,094,537 
‘i @ © Midland Mut. z 1,656,189 13,780,085 
60,7360 | Midland Nat. 15,864,824 37,442,948 
11114655 | Mid-States Lite 21,228,322 20,662,699 
43,204,654 Midwestern Unit 4,364,567 4,805,908 
’ Ministers L.&C. Un. 399,181 4,508,073 
ES (G) 66,000 207,000 
Minnesota Mut. ...... 3,306,520 36,403,380 
(G) —-13,299'906 «147,301,854 
opetin | Monarch Life... 3,332,187 16,967,972 
4 1G) 39,000 1,093,630 
y 199288 Monumental Life _.... 10,904,099 75,244,954 
soe iG) 172,189 1,326,274 
1,006, (I) 11,980,402 —_61,940,485 
Mg Mutual Benefit ....... 36,209,676 324,090,441 
om iG) 1,732,000 1,992,750 
mse Mutual of N.Y. ..... 43,167,270 416,526,699 
"298 3 (G) 7,110,088 17,401,437 
sant Mut. Service Life 20,000 123/876 
yt (G) 562,926 1,613,958 
ruse | National Fidelity _.. 951,615 2,137,542 
7 (G) 426,486 4,164,282 
swap National Guardian 857,217 4,282,098 
National Home .......... 4,191,350 9,497,917 
42,951,668 : (G) 66, 954,866 
Sam | National L.&A. ....... 16,839,466 78,823,468 
1246.38 iG) 1,127,912 2:764,166 
3041.00 (I)  29.985;178 142,393,265 
sit | National Life .......... 26,935,907 178,976,201 
950,71 National Reserve .... 8,875 2,595,331 
139,500,501 (G) 284" 500 549,500 
131,741,461 National Security ...... 836,636 758,122 
1 (1) 163,392 110,892 
6,905, § Nat. Travelers ............ 723,058 6,995,104 
163,94 Nationwide Life ........ 328,886 3,004,961 
1 (G) 2,915,032 5,646,079 
gizmo | NeW England Mut... 54,133,246 421,406,770 
004s (G) 6,264,998 38,393,684 
25,1918 New York Life ........ 173,696,974 1,317,712,833 
500s by. (G) 69,930,018 192,730,880 
53a p North Am. L.&C. .. 7,293,231 27,340,332 
aoa. 393,000 4'341,985 
ame ON “G* Sepa 3,537,600 21,563,500 
i 500 gorth Central Life .. 1,000 143,690 
esi Northeastern Lite ” 90,923 4,159,725 
40 Northern Lite ‘© 2272721 60,036,801 
24 eee 94,115 997,952 
26,795,94 Northwestern Mut. 74,971,553 908,594,177 
46,530, western Nat... 11,472,891 110,666,964 
71868 | (G) —-'1,729;230 = 4.173.625 
5,795.18 idental of Ca..... 42,292,491 164,107,441 
. | ae (G) 35,636,026 221,156,430 
1s8\f National ........... 40,151,823 176,388,150 
| on (G) —-2'436'283 3:039.872 
a1 wr ylorved Life ........ 546,461 7,417,772 
38 | Old Linety Life... 224,750 624,365 
ais ine Life...” - 1,571,936 «15,168,794 
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New Business In Force 


$ 9 
Old Security .............. ~649,456 596, 
(G) 2,170,644 2,110,062 
Pacific Mutual ........ 7,807,70 82,585, 
(G) 6,281,273 23,693,732 
Pan-American _........... 2,652, 10,195, 
(G) 1,060,975 5,987,774 
Patriot Life ................ 5 i 
(G) 
Paul Revere .............. 2 
(G) 1 
Penn Mutual ............ 29 





) 
Peoples-Home Life 529, 
(G) 810,989 
Philadelphia _............... 2,979,798 13,881,034 
(G) 13,000 59,500 
Phoenix Mutual ...... 13,463,760 116,067,904 
(G) 804,500 58 














Pierce Ins. Co. ........ 837,400 829,792 

Postal L.&C. e 204,097 1,687,321 

Postal Life ; 892 1,904,478 

Presbyterian Min. .... 4,478,220 16,701,580 

Provident L.&A.. ...... 4,294,537 17,584,111 

(G) 5,452,153 57,310,034 

Provident LSC. occ, ccsesssssseseeseeee 16,500 

(G) 1,185,393 6,306,315 

Provident Mut. ........ 8,324,627 85,222,923 

(G) 3,197,251 3,511,370 

Prudential . .................. 589,061,715 3,139,047,047 

60, 969, 418 776,769,212 

17,621,897 557,069,432 

Puritan Life 247,500 432,960 

Quaker City 99,556 90,400 

14,340,672 25,951,300 

Republic Nat.._.......... 25,176,197 89,471,956 

(G) 4 289 15,688,383 

Reserve Life .............. 1,597,449 3,202,402 

Resolute Credit ; 311,688 268,115 

Security Benefit ...... 7,098,355 15,866,964 

(G) 253,735 369,735 

Security-Conn. (G) 7,190 80,857 
Security L.&A.......... 953,611 2,839,62 

(G) 441,946 3,189,28- 

Security Mut. .......... 577,632 4,719,021 

(G) 350,000 1,885,397 

Standard L.&A.. ...... 3,607,500 9,559,141 

(G) 493,057 1,180,419 

Standard of Ind. ...... 590,864 4,467,342 

SS eee 3,873,437 16,483,912 

State Mut. Life 22,222,741 141,670,475 
( 10,541,313 3 2! 

Stuyvesant Life .... 1,293,452 1,515.673 

(G) 53,506 139,480 

Sun Life of Md. ........ 12,101,980 37,902,190 

5,131, 307 30,755,262 

Superior Life 2,302,825 1,840,590 

Travelers o.c.seccssssssseee 31,329,000 330.228,900 


46, ‘970, 496 1,505,608,776 
7,935,316 98,970,347 


Union Central 
3,628,258 26,458,323 











Union Labor ................ 56,251 2,107,626 
17,833,300 78,260,947 

Union Mutual ........... 1,684,985 10,161,320 
(G) 18,670 41,032,610 

Union Trust ............... 373,957 363, 509 
United Benefit ......... 17,597,836 102,148,970 
(G) 10,749,335 33,341,357 

United Home ............. 1,106,595 7,552,906 
United Security re 83,827 2,784,148 
United Services ........ 2,524,100 9,401,797 
WR ie EER Gicsscsscesssscseave 12,082, ‘042 40,771,696 
( 8,858,578 30,214,375 

Unity Mutual ............. 463,035 
(I) 645,756 

Universe Life ............ 492,750 
(G) 743,000 

University Life ......... 23,000 
Valley Forge ............... 23,000 





G) 
Volunteer State _...... 207,828 1,005,473 


) 
Western & Southern 53,288,055 332,607,727 
(G) 5,188,053 12,557.177 
(I) 34,049,442 222,674,986 





Western Life ............. 725,461 4,410,387 
(GER aicccrateeccs 24,913 
(I) 2,690,059 1,397,682 
Wisconsin Life ........... 189,857 1,410,142 
Wisconsin Nat. .......... 4,771,863 22,539,970 
Woodmen A.&L. .... 2,500,652 9,124,623 
114,000 1,674,367 
ROBINS 2 cco ccsonsssosssterstenes 2,592,838 13, 904, 697 
5,901,420 2 051,396 
Zurich Life. ................ 2,000 5.000 
2,945,500 3,975,500 

CANADIAN COMPANIES 
Canada Life .............. 2,471,547 18,856.780 
(G) 163,500 2,589,250 
Crown Life .... 618,040 4, ee 258 





Great-West Lif 
( 
Manufacturers _.......... 7,529,577 49,963,468 


No. Am. of Toronto 4,701,074 7,342,990 
(G) 518,000 496,500 
Sun Life Can. ........... 8,772,659 100,319,712 


(G) 18,170, 302 62,285,387 
ASSESSMENT COMPANIES 





Acme Life@ wc... 124,274 215,437 
(G) 3,328,000 
(I) 1,286,530 
American Cont. _...... 215,928 
(G) 5,350,000 
American Life _......... 399,791 
) 21,664 
Central National ........ 5,108,088 
(G) 716,000 
: 625,419 
Colonial (I) _....... 884,919 
Crown Life, Ill. _...... 2,554,051 
Employees Life ......... 2,401,587 
(G) 130,000 
(I) 82,827 
Family Prot. .......... 2,019,824 
Golden Rule .............. 4,121,323 
(G) 1,672,000 
Guarantee Trust ...... 6,096,334 
Illinois L.&A.._.......... 18,000 
(I) 94,000 
Jefferson Life .......... 1 36,161 
(G) 62, 
Marquette Life ......... 790, 
Midwest Life ............. 2,514,108 
(G) 09, 
(1D 1,017,959 
Northern Security .. 512,346 
(G) 3,715,000 


New Business _ In Force 


Peerless Life (I) ..... 
P.lgrim Nat... 


Pioneer Life .............. 


Pioneers-Security 
Union Life ................ 


(I) 
Unity Mutual (I) 


ILLINOIS FRATERNALS 


American Frat. Soc. 
Am. Lith. Women’s 
Catholic Guard ........ 
Cath. Knights & 
EE 
Cath. Foresters ........ 
Concordia Mutual 
Cuneo Assn. 






Gross Deutsch’ ; 
Grand Carniolian ...... 
Hellenic Broth. ........ 
Hibernian Life _........ 
Holy Family Soc. .... 
Ind. Ord. Svith. ...... 
Ind. Ord. Vikings .... 
Italo-Amer. Union 

Knights of Pythias 

Luxembourg Broth. 
Modern Woodmen 

Mutual Ben. & Aid 
Nat. Frat. Deaf ........ 
North Am. Union .. 


Ord. Hermanns Schw. 


Ord. Sons of Italy .. 
Plattdeutsche G. G. 
Polish Alma Mater .. 
Polish Nat. Alliance 
Polish R. Cath. Un. 
Polish Women’s All. 


Pullman Porters Ben. 


$ 3 

000 218,387 
1,033,350 4,373,413 
1,576,581 1,193,046 
29,077 1,345,683 
5,096,935 1,392,469 
56,600 4,900 
66,573 7,323,341 
393,607 2,096,177 
27,395,642 29,781,145 
12,750 331,044 
1,250 54,500 
7,400 273,833 
424,500 6,217,882 
1,561,406 27,892,641 
1,406, 19,964,301 
11,525 476,800 
1,070,750 20,003,888 
193,000 6,924,354 
,900 
283,000 8,587,829 
Pett sk etn 105,600 
8,000 458,715 
12,400 418,650 
120,600 4,559,899 
90,000 2,530,973 
508,000 3,145,545 
,000 114,716 
8,400 148,200 
7,253,554 85,460,513 
3,000 3,373,485 

17,500 513, 
112,000 5,694,456 
6,000 368,000 
100,300 1,125,200 
eee ee 77,450 
74,500 3,418,212 


2,360,000 55,747,728 
975,000 27,774,563 
324,500 11,911,777 

810,795 





New Business 
$ 
Royal League _........... 316,000 
Royal Neighbors ....... 4,288,000 
Russian Ind. Mut. .. »250 
Slovene Nat. Ben. . 203,750 
United Polish Women 53,100 
Unity of Czech. ........ 44,500 
Western Cath. Un. .... 337,000 
Women's Foresters 605,250 


31 


In Foree 


16,442, 230 


OUT OF STATE FRATERNALS 


Aid Assn. Lutherans 25,630,407 
American Frat. Un. 60,500 
American Life Assn. 
American Woodmen 
Assn. Lith. Workers 
Baptist Life ...... i 
Ben Hur Lif 
Bnai Zion ...... 
Brith Abraham .. 
Cath. Central Un. 
Catholic Family ...... 
Catholic Knights .... 
Cath. Knights St. Geo. 
Catholic Workman .. 
Central-Verband ad 
Croatian Cath. Un. . 
Croatian Frat. Un. 
Czech Cath. Un. 
Danish Brotherhood 
Degree of Honor 
Equitable Reserve .. 
Evang. Slovak Women’s 
Farband-Labor .......... 
Federation Life ...... 
lst Cath. Slov. Ladies 
lst Cath. Slov. Un. 
Free Sons Israel ...... 
Gleaner Life _............. 
Greater Ben. Un. ..... 
Greek Cath. Un. ........ 
es Ref. Fed. 
Ord. For. Su. Ct. 
x= ‘Ord. Mechanics 






162,110,654 








Gain during the year. 


Total Assets increased to. 
Gain during the year. . 


Surplus Protection to policy holders 
Gain during the year..... 


Assets for each $100 of liabilities. . 
One of highest ratios of any 

major company 
Gain in New Ord. and Ind. sales. . 7.1% 
Approximately double the 

Industry average 
Gain in New A&H sales. 
Many times the national average 


Brokers of all ty 
Force for A&H 

all types of Brokers. Full details 
data about yourself in your first letter. Address: 


NOW 


INSURANCE 
IN FORCE 


Achievements in Record Year 1958 


Insurance in Force Dec. 31, 1958. . $4,510,886,428.00 
pen Cobo 345,343,045.00 


Re 4e34 .  750,556,108.25 
82,651,504.44 


93,608,978.98 
11,183,568.54 


114.25 


ie Peery 125% 


COORDINATOR OF SALES 


AMERICAN NATIONAL 


We have openings in the Ordinary Field Force for 
additional District Managers, Representatives, and 
s. Openings in the new A&H Field 
eneral Agents, Representatives and 
on request. Give 


INSURANCE Co. 


GALVESTON, TEXAS 
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New Business In Force 

$ $ 

Knights Columbus .. 12,305,761 77,815,455 
Ladies Cath. Ben. .... 317,000 6,412,388 
Ladies Pa. Slov. Cath. 29,500 580,200 
Lith. Alliance ............. 34,000 1,401,240 
Lith. Rom. Cath. All 9,000 1,260,017 
L’Union St. Jean Bap 20,500 715,539 
Lutheran Broth. ...... 9,179,594 61,203,750 
Maccabees ... aii 520,470 6,918,463 
Mut. Ben. Assn. 

Pa. R. R. onus 52,500 603,099 
Nat. Mutual Ben. means 428,850 2,952,973 
Nat. Slovak Soc. ..... 94,825 2,265,613 
Order of Scot. Clans 13,452 534,396 
Pa. Slov. Cath. Un. .. 8,500 254,958 
Police & Firemen's 21,900 250,650 
Polish ASSN. ........0 2,000 287,021 
Polish Nat. Un. ......... 118,800 2,175,900 
Polish Un. of Am. .. 7,000 951,338 
Polish Un. of U. S. 95,200 2,378,693 
Prog. Ord. of West 1,000 190,214 
Protected Home Cir. 140,500 1,739,585 
Royal Arcanum ........ 246,500 4,822,692 
Scand. Am. Frat. .... = 38,992 
Serb Nat. Fred. .......... 124,000 2,383,952 
Slovak Cath. Sokol 112,920 2,457,303 
Slovak Evang. Un. 6,600 750,027 
Slov. Gymn. Un. Sokol 31,500 1,890,452 
Sons of Norway ...... 214,000 1,502,617 
Standard Life Assn. 10,000 360,943 
Ukr. Nat. Assn. ....... 394,000 6,056,034 


FeNATIONAL UNDERWRITER 


New Business _ In Force 
$ $ 

Ukr. Workingmen’s 68,500 1,223,813 
Un. & League Roum. 13,250 186,750 
Ten, Bees. Gril, TBO. nccccccccsscsscesss 79,808 
Western Bohemian 199,896 4,249,095 
Western Slavonic .... 7,209 325,267 
Wm. Penn Frat. ....... 701,836 5,376,118 
Woman's Benefit .... 116,642 8,676,337 
Woodmen Circle ...... 17,549 4,974,406 
Woodmen of World 2,024,777 17,017,514 
Workmen’s Benefit 367,596 290 
Workmen’s Circle .. 6,550 511,848 





Bankers National Life Paid-For 
Ordinary Up 11% In First Quartier 

Bankers National Life paid-for or- 
dinary business during the first quarter 
was $13,310,590, up 11%. Total new 
business including group was $25,453,- 
003, a gain of $1,617,413. Ordinary 
production in March was $4,485,349, a 
24% increase. Total insurance in force 
at the end of March amounted to 
$546.982,330, a gain of $16,203,872 since 
the first of the year. 





WANT ADS 


Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 

40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 

175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
a THE NATIONAL UNDERWRITER—LIFE EDITION 












benefits. 





GROUP SALES MANAGER 
FOR LOS ANGELES OFFICE 


Life Company operating in 50 states with Home Office in New England seeks 
ambitious Group Manager in early 30's with minimum 3 years’ exceptional pro- 
duction record. In Los Angeles territory, this company has strong agency organ- 
ization, 90 group policyholders, $700,000 annual group premiums and local group 
claim office. Exceptional opportunity for man of proven sales ability to take 
over established office in one of America’s largest markets. Salary $9,000 to 
$11,000 plus bonus, travel and moving expenses, liberal pension and group 


Please give résumé of education and experience with complete details on group 
sales and service work. Replies will be kept in strictest confidence. Reply to Box 
F-74, c/o The National Underwriter Co., 175 W. Jackson Blvd., Chicago 4, Ill. 











Agency 
Supervisor 
Wanted 


An old line legal reserve life insur- 
ance company located in the Southeast, 
now in its 52nd year of successful opera- 
tion with over a billion in force, is seeking 
the services of a qualified person to super- 
vise its present organization in the state of 
Georgia and to build new organizations. 


Sahl 





A similar opening is a for 
a territory comprised of the states of North 
and South Carolina. 


The person must have had life insur- 
ance selling experience, and it is preferred 
that he have had supervisory experience. 


An attractive salary and bonus ar- 
rangement will be made with the person 
selected. Reply in strict confidence to Box 
F-81, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 


ACTUARIES WANTED 

Fellows or Associates preferably; with life, group, 
A. & H., or pension experience. 
We maintain highest professional standards. We 
have prominent loyal clients throughout the mid- 
west. Our actuaries work directly with clients 
and full r ibility. Work is very var- 
ied, interesting, and challenging. Some travel; 
but not too much. Company-paid group life 
and comprehensive hospital coverage, and gen- 
erous profit-sharing plan. New air-conditioned 
suburban offices. Replies strictly confidential. 


Relson and Warren, Ine., 
111 S. Bemiston Ave., St. Louis 5, Mo. 











RESIDENT SUPERINTENDENT OF AGENCIES 


AVAILABLE FOR YOUR DIXIE OPERATIONS 
About July Ist 

Sound background and work history in supervi- 
sion of established agencies and in agencies 
development. Desire regional direction of me- 
dium or larger company, or post in small or 
larger life affiliate of fire-casualty co., as can 
handle the responsibility. Under 44. Write in 
absolute confidence to Box F-34, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Iil. 








WANTED 
PURCHASING AGENT 
Large midwest company needs experienced pur- 
chasing agent. Preferably under age 40. All 
correspondence strictly confidential. Reply Box 
F-77, c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 


WISCONSIN STATE AGENCY 
WANTED 


Two men, ages 30 and 47, 9 and 25 years’ mul- 
tiple line experience as agents, field supervisors, 
sales managers and in home office management, 
desire Wisconsin state agency. Outstanding rec- 
ords. Know entire state. Write Box F-80, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 

Chicago 4, III. 








LOCATE IN CALIFORNIA 
HOME OFFICE LIFE UNDERWRITER 
3-4 years experience. A & S experience 
helpful but not necessary. Immediate su- 
pervisory duties. Reply Box F-76, c/o The 
National Underwriter Co., 175 W. Jackson 
Bivd., Chicago 4, Ill. 








Available 
RESIDENT VICE PRESIDENT 
Broad successful experience. Will do an Excel- 
lent job for some good company. Present 
Leader active in Midwest. Reply to Box F-86, 
c/o The National Underwriter Co., 175 W. Jack- 
son Blvd., Chicago 4, Ill. 











Is McHugh Setting 
Stage For Legislation? 


, (CONTINUED FROM PAGE 1) 
preme Court declared that the McCar- 
ran act “withdrew from the Federal 
Trade Commission the authority to 
regulate respondents’ advertising prac- 
tices in those states which are regulat- 
ing those practices under their own 
laws.” The government had argued 
before the court, said Mr. McHugh, 
that the commission was not ousted 
from jurisdiction merely by the enact- 
ment of state prohibitory laws not 
inconsistent with the federal anti- 
trust laws where these state laws were 
not implemented by some kind of 
administrative action. This view was 
rejected by the court. 


Responsibility Area Cloudy 


“The area of federal responsibility 
remains cloudy,” said Mr. McHugh. 
“Neverthless, the decision gives little 
solace to those who believe that the 
legislative history of public law 15 
supported the view that the federal 
anti-trust laws applied to insurance if 
state laws were ineffective or were 
not adequately enforced. Following the 
decision, the FTC ordered a reexami- 
nation of the pending cases on A&S 
advertising. To date, 26 of the original 
41 cases have been dismissed on the 
strength of the National Casualty and 
American Hospital cases.” 

Mr. McHugh recalled that Assistant 
Attorney-General Hansen in charge 
of the anti-trust division of the Justice 
Department had on several occasions 
suggested that the anti-trust laws 
were not rendered inapplicable when 
the states failed to adequately en- 
force their regulations. However, Mr. 
McHugh commented, Judge Hansen 
last Dec. 29 pointed out that “some 
doubt has now been thrown upon this 
view.” 


Quotes Hansen Letter 


Mr. McHugh also quoted from a 
letter dated last Dec. 12 to Sen. 
O’Mahoney, who is presiding over the 
subcommittee insurance’ study, in 
which Judge Hansen said “the Nation- 
al Casualty case does indicate the lim- 
itations which the McCarran act im- 
poses upon our jurisdiction to deal 
with insurance company activities 
which are subject to state regulation 
without regard to how effective such 
regulation may be.” 

“The logic of this conclusion seems 
inescapable in the light of the Su- 
preme Court decision,” Mr. McHugh 
remarked. 

It is Mr. McHugh’s view that the 
recent Supreme Court decision that 
variable annuity contracts are not in- 
surance within the meaning of the 
exemption provisions of the securities 
act and investment company acts and 
are therefore subject to federal secur- 
ities regulation, does not seem des- 
tined to avert the trend away from 
federal supervision. 


No Federal Change 


“It is improbable that this ruling 
will alter existing state, regulation of 
the variable annuity contract,” he 
said. “It may raise anti-trust prob- 
lems for the variable annuity business. 
It does not presage any change of 
attitude by federal anti-trust agencies 
towards life insurance as such.” 

Most of Mr. McHugh’s talk dealt 
with problems of fire, casualty and 
marine rate making. He emphasized 
that any of the views expressed in his 
talk were on his own behalf and did 
not necessarily represent those of the 
subcommittee or any of its members. 
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Brower Denies Charges 
Of McClellan Hearing 


(CONTINUED FROM PAGE 1) 
last month’s hearing, testimony indi. 
cated that the company paid excessive 
commissions to a broker who hag 
placed group plans on 21 Chicago 
unions. 

Mr. Brower said the McClellan com. 
mittee was unfairly and unrealistically 
applying the 1957 commission scale of 
National Assn. of Insurance Commis. 
sioners against business the company 
began insuring in 1950. Since 1954, 
Occidental has reduced its commissions 
and now commissions on all 21 cases 
are equal to or lower than those sug. 
gested in the NAIC scale. 

The company pays overriding com- 
missions to its brokers for work in. 
volved in putting the business on the 
books, and there is nothing secret or 
unusual about this, Mr. Brower de- 
clared. 

He said he objected to the new 
pension and welfare disclosure law as 
being improper, but said that Occiden- 
tal has made this information available 
to trustees of those plans written by 
the company and does not attempt any 
deception. 


Terminated Chicago Agency 


Harland R. Maris, head of the Dear- 
born agency of Chicago, which brok- 
ered the 21 group cases, invoked the 
fifth amendment in his appearance 
before the McClellan committee last 
month. Occidental then terminated its 
contract relationships with that agen- 
cy, because Mr. Maris, in letters to 
associates, had put the company in an 
unfavorable light, Mr. Brower said. 

Asked if Occidental had used im- 
proper discretion in insuring plans of 
unions headed by reprehensible ele- 
ments, Mr. Brower said, “We do not 
believe any group of men should be 
denied coverage because their union 
heads do not have the best reputations 
in the world.” 

He said his company made mort- 
gage loans totalling $313,000 to Beck 
in 1951, because the teamster boss had 
at that time been considered a respect- 
able citizen and had held many posi- 
tions of trust. The loans were made to 
Beck at a preferred interest rate be 
cause he owned a substantial amount 
of personal coverage with the com- 
pany; his loan required no _ service 
charge, his credit and collateral were 
excellent, and at that time the major 
portion of his teamster organization 
was insured by Occidental. 


Guarantee Mutual Life 


Has Biggest Month Ever 


Guarantee Mutual Life agents pro- 
duced an all-time high of $12,965,068 
during the annual president’s month 
campaign in March for Ralph E. Kip- 
linger, exceeding a similar drive last 
year by 20%. It was also the largest 
single month’s production ever. 

The top-producing general agency 
was United Investment, Hawaii, with 
$1,112,406. 

Leading personal producer was Abe 
Newman, Akron, with $396,102. 


Louisville ASH Men Elect 


Louisville Assn. of A&H Underwrit- 
ers has elected Steven Liddell, State of 
Kentucky, president; Arnim 
Mutual Benefit H. & A., Ist vice 
president; George McGough, Wabash 
Life, 2nd _ vice-president; R. 
Schultz, Occidental Life of Cali 
secretary, and Paul E. Dull, Mo 
Life, treasurer. 
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LIFE INSURANCE EDITION 


Warns Against Books Attacking Life 


(CONTINUED FROM PAGE 2) 


ject, should blast everybody in the 
sale of mutual funds.” 

“] think that before you begin to 
cast more “stones, you should invite 
me to quote you from two publica- 
tims which you yourself have spon- 
sored in an editorial way and which 
the insurance companies certainly go 
for in a great big way and which are 
being used every day throughout 
America. If you were to invite me to 
do this, I’ll give you the chapter and 
yerse from that portion of the R&R 
Advanced Underwriting Course and 
from the Diamond Life Bulletins, 
which advise insurance men to tell 
their clients to sell stocks, bonds, mort- 
gages and all other forms of invest- 
ments and place the proceeds in either 
single-premium or annual premium 
life insurance. 

“The sale of securities and the sale 
of life insurance are not in competi- 
tion, in my opinion, and the only time 
they are in competition is when the 
insurance firms cry out in a loud 
voice over the money that goes into 
other forms of equity investments. I 
have never heard any complaint pub- 
lished to the effect that banks should 
not maintain savings accounts and yet 
that is competition to the sale of life 
insurance. 

Says E Bonds Complete 

“The sale of E bonds is in compe- 
tition with life insurance and certain- 
ly the sale of mutual funds is in com- 
petition with the sale of life insurance, 
to hear you express it, in the various 
editorials that have been running for 
the last 12 months in- THE NATIONAL 
UNDERWRITER. 

“Your back yard needs cleaning up 
further, too, because you yourself have 
commented upon the twist that is go- 
ing on in the insurance business, and 
even the managing director of the Na- 
tional Assn. of Life Underwriters is 
feeling strongly over the lessening of 
the character of the leadership of the 
life insurance companies. 

“Why not do a good job of cleaning 
up your own back yard, and then 
start your editorial comment, which 
probably is well intended and prob- 
ably needed?” 

Following is the editor’s reply to 
Mr. McFadden: 

“We have already lambasted the 
publishers of the Hendershot book, 
but of course that only makes them 
all the happier. There is nothing that 
we or anybody in the life insurance 
business can do to control a publisher. 

“I think you are making too sweep- 
ing a statement in saying that we 
‘ambast everybody in the sale of mu- 
tual funds.’ 

“We have said that we have reports 
of widespread use of the Hendershot 


service Guide» 


ACTUARIAL COMPUTING 
SERVICE, INC. 


1389 Peachtree Street, 
N. E., Atlanta 8, Georgia, 
P.O. Box 6192, Tel. 
TRinity 5-6727. 


























CONFIDENTIAL NEGOTIATIONS 
FOR SALE OF 
INSURANCE COMPANIES 
RALPH F. COLTON 
30 N. LaSalle St. Chicago 2, Ill. 
Financial 6-9792 









book as sales ammunition by some 
mutual funds salesmen. We have also 
reports that many mutual funds sales- 
men are attacking cash value life in- 
surance Probably a great many of 
them do so without using the Hender- 
shot book. 


Factual Material Lacking 


“As a matter of fact, there is a 
great lack of factual material in all 
this debate over competition, or even 
over the existence of competition be- 
tween mutual funds and securities on 
the one hand, and cash value life in- 
surance on the other. 

“My own opinion, and I have no 
statistics to back it up, is that if se- 
curities salesmen sold mutual funds 
shares and other equity securities only 
to those persons having truly adequate 
life insurance programs—and I would 
be willing to let you decide just what 
a truly adequate life insurance pro- 
gram is—these salesmen would sell 
so little that all but a few of the top- 
notch ones would have to do some- 
thing else for a living. 

“Certainly there are things that 
probably could stand cleaning up in 
the insurance back yard, but I don’t 
believe it is necessary to wait until 
perfection is achieved in the life in- 
surance business before it starts de- 
fending itself from unfair attacks from 
aggressive competitors. 


Hopes Use Will Be Banned 


“TI am glad to see that the NASD is 
warning dealers against the use of 
anti-life-insurance material. I would 
hope that as a result of the attention 
focused on the Hendershot book re- 
cently, the NASD will specifically for- 
bid the use of that book and make its 
use in competition a reason for can- 
celling a dealer’s right to sell securi- 
ties. 

“T am not familiar with the pas- 
sages that you have in mind in the 
R&R Advanced Underwriting Course 
and the Diamond Life Bulletins, but 
if the advice seems soundly based and 
does not rely on false or distorted in- 
formation, I would see no objection 
to it—just as I would see no objection 
to decrying the owning of excessive 
amounts of life insurance at the ex- 
pense of owning equity securities.” 


Ohsner Hits Hard At 
Chicago Life Meeting 


(CONTINUED FROM PAGE 17) 
knowledge in his head and let it come 


out when it has to come out.” 

He went on to say that the job of 
selling insurance is an easy one, “if you 
go about it the easy way.” When some- 
one tells him he has all the money he 
wants, he asks him what he’s working 
for and in the case of objections states 
boldly, “you haven’t said anything 
yet that’s important.” Mr. Ohsner 
pointed out that this may ruffle a 
man. He puts a smile on his face and 
explains: “The important thing you 
haven’t said is that you are not going 
to die. Then ask him if he has all the 
insurance he needs.” Mr. Ohsner’s 
agency never runs out a set of figures 
beyond mortality of the prospect. If 
the client wants to know why, he is 
told, “‘That’s when you’ll be dead. We 
hope you beat the law of averages, but 
you can’t die for free.” 

The speaker had no glowing praise 
for control books and the like. “Neither 
the manager nor anyone else can 
make you a salesman. You don’t find 
prospects; you create them and you 
must find men with money.” Mr. Ohs- 


ner has grown in the business as his 
clients grew. He sells his clients again 
every 3% years. To create prospects, 
he said, “take your knowledge and go 
see people, ask them questions.” 

This so called economy of the highest 
the world has ever known is beset 
with problems, he declared. “Money 
is only valuable to the degree you 
don’t have it. That’s why people with 
money protect it with insurance. We 
are selling a solid dollar and don’t 
need variable annuities or the like, 
since we have a solid dollar. Just get 
out anid sell insurance.” 


N. Y. Life Plans Writing Classes 
Two university specialists in busi- 
ness writing—Professors Leland Brown 
of Tulane University and Charles E. 
Peck of the University of Washington 
—have been chosen by New York Life 
to conduct its second summer series of 
letter and report-writing clinics for 
home office employes. The classes will 
be held for eight weeks beginning July 
6, and will involve 300 to 400 employes, 
ranging in rank from correspondence 
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Name Wood New Head 


Of Tex. Life Convention 

James R. Wood, president of South- 
western Life, has been elected presi- 
dent of Texas Life Convention for 
1959-60. He is an immediate past mem- 
ber of the TLC’s executive committee 
and also has served on a number of its 
other committees during the past sev- 
eral years. He is a director of Institute 
of Life Insurance and a former board 
member of Life Insurance Medical 
Research Fund. 


Nw Mutual Has Record 
$208 Million Production 


First quarter 1959 sales of $208 mil- 
lion set an all-time high for first 
quarter sales by Northwestern Mutual 
Life, an 18% gain over the same 1958 
period. 

Sales of $78 million during March 
also were the highest for the month, 
exceeding those of 1958 by more than 
33%. March is the 10th consecutive 
month in which sales have been ahead 
of those for the comparable month the 
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BOWLES, ANDREWS & TOWNE, Inc. 


ACTUARIES 
MANAGEMENT CONSULTANTS 
LHPB—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 
PORTLAND 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
Insurance—Pensions 

2801 North Meridian St. 5002 Dodge St. 
Indianapolis 8, Ind. Omaha 32, Neb. 














DONALD F. CAMPBELL 
Consulting Actuary 


188 W. Randolph St. Chicago 1, Ill. 








CHASE CONOVER & CO. 


Consulting Actuaries 
and Insurance Accountants 
Telephone WAbash 2-3575 
332 S. Michigan Ave. Chicago 4, Ill. 








COATES, HERFURTH & 


ENGLAND 
Consulting Actuaries 
San Francisco Denver los Angeles 








WILLIAM C. CONLEY 
Consulting Actuary 


Lansing and Detroit, Michigan 
811 American Bank Bidg., Lansing 68, Mich. 








Lenard E. Goodfarb, F.S.A. 
Consulting Actuary 


Market Street National Bank Building 
Philadelphia 3, Pa. Rittenhouse 6-7014 








Milliman & Robertson, Inc. 


Consulting Actuaries 
914 Second Ave. 400 Montgomery $?. 
Seattle 4, Wash. San Francisco 4, Calif. 
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Los Angeles 14, Calif. 














NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 
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Consulting Actu —i 
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William-Oliver Bldg. 
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(Frank M. Speakman Associates) 


Bourse Building 
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SIewin Silo & Ca 
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Call For Minimum Deposit Revisions 


(CONTINUED FROM PAGE 4) 


quirement for notifying a company 
threatened with loss of a_ policy 
through replacement might prove to 
be in conflict with the federal and 
state anti-trust laws. 

Mutual of New York, in a letter to 
Superintendent Thacher, went on rec- 
ord as endorsing the department’s ef- 
fort to safeguard the interest of the 
public in dealing with minimum de- 
posit policies. However, it expressed 
concern with that part of the regula- 


tions dealing with discriminatory cash 
values. 

Mutual believes that the wording in 
the proposed regulations appears to 
represent a determination that would 
not afford adequate opportunity for 
the insurer to demonstrate the absence 
of discrimination. The company sug- 
gested that the department might well 
limit itself to a requirement that the 
insurer be required to satisfy the de- 
partment that there is a reasonable 


basis for the difference of values and 
an absence of unfair discrimination. 

On the section dealing with section 
213, the company believes the regula- 
tion may not exceed the scope of the 
statute. It suggests that amendment of 
section 213 might be the proper course. 

Guardian Life was another of the 
companies that questioned the statu- 
tory authority for the interpretation 
that the proposed regulation would 
place on section 213. 

Its statement, presented by Irving 
Rosenthal, vice-president and actu- 
ary, said: 





YOUNG | 
B 


They’re a wide-open market. . 








the young men on their way up! 


And you can reach the cream of this dynamic market right now 
with Security Mutual’s new GRADED PREMIUM WHOLE LIFE PLAN. 
Here’s a program that’s created especially for the young man 
starting out in the business world. It’s realistic... 


unique... it’s designed to provide immediate protection, 


at a sensible low cost. 


Here’s how it works. 


Security Mutual’s 
flexible... 
slightly upward in equal amounts over a ten-year period, then 
level off and remain constant. Premium rates may be 
reduced by quantity allowance! 
With this plan anyone can afford more life insurance protection, 
immediately! It even provides first year dividend and early cash values. 


no special restrictions. Premiums 


And get this!.. 


Face value of policy remains the same from first day on! Any basic 

plan can be changed to produce greater retirement value! 
GRADED PREMIUM WHOLE LIFE PLAN 
a powerful selling force! Why not take advantage of this 


You'll find Security Mutual’s 


(ou 





. these young men... 


GRADED PREMIUM WHOLE LIFE PLAN is 


timely... 


start low, grade 





= opportunity to “cash in” on the wide-open young men’s market?? 
(x Contact your Security Mutual general agent today. 


security mutu | life insurance company 
but, Steurily out Vulual ceyponsibilely. 


81 EXCHANGE STREET, BINGHAMTON, N. Y. 


Richard E. Pille, President. 
Hariand L. Knight, Agency Vice President. 
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“The construction of ‘first year pre. 
miums received’ to mean ‘modifie 
first year gross premiums’ appears to 
go far beyond the provisions of ths 
statute. The construction is, to say the 
least, very strained. In any event, the 
effect of the regulation would be ny. 
lified if the first year loan in a minj. 
mum deposit sale were  financeg 
through a bank and switched to the 
insurance company after the first year, 
a procedure beyond the control of the 
company. Because of these considera. 
tions, we question the desirability o 
effectiveness of this section.” 

Guardian also objected to the par 
of the regulation referring to incom. 
plete comparisons and asked that this 
be modified so that the life expectancy 
presentation of figures would be re. 
quired only in the case of actual com. 
parisons and not in illustrations gep. 
erally where no comparison with other 
policies is involved. 

Mutual Benefit Life’s statement pre. 
sented by John J. Magovern, vice-pre;. 
ident and counsel, took the position 
that the proposed modification of first 
year gross premiums by deducting the 
amount of first year loan from th 
first year premium in computing th 
section 213 margins, is unduly harsh, 

“While it may eliminate the mor 
objectionable forms of minimum ¢e. 
posit business, it will also eliminat 
the modern and purposeful usage 
which are oftentimes so helpful to the 
authentic purchaser,’ Mr. Magovem 
pointed out. “Also, it is not difficul 
to appreciate the problem which ma 
face a company that cannot be certain 
until the full first policy year has 
passed of the amount of leeway avail- 
able to it under legal expense limita 
tions at some interim calendar year. 
end.” 


Suggests First Three Months 


The company recommended that the 
regulation’s limitation on section 21} 
be changed to apply only to policy 
loans made prior to the expiration of 
three months after the policy’s issu 
ance and the full payment of the first 
year premium. 

Mutual Benefit also objected to the 
requirement for life expectancy illus 
trations on all business as being u- 
duly burdensome and also tending to 
“give an authenticity to the results 
which they cannot possess.” 

“If the proposed regulation wer 
limited to illustrations involving th 
one year term dividend option, it 
would still serve the purpose of wart- 
ing an insured under that option thal 
the dividends will not cover the cos 
of the term insurance _ indefinitely’ 
the statement pointed out. “Even 9, 
the Mutual Benefit believes that : 
further extension of detailed figures 
is not desirable. Only the vital points 
that they would disclose need to k 
incorporated, in some cases, as fo0- 
notes to the conventional 20 year illus 
tration.” 

Connecticut Mutual did not ask W 
be heard, but President Charles J 
Zimmerman wrote Superintendet! 
Thacher that he considered the I 
quirement that illustrations be show! 
for at least the life expectancy to # 
a reasonable one, provided the figure 
for each duration need not be show. 

“It would seem sufficient if the fit 
ures were shown year by year foré 
period of, let us say, 20 years ane 
quinquennially thereafter,” he said. 
“We wish to commend the departmel 
upon the objectives which you are at 
tempting to attain. We believe that 
attainment of those objectives is 
the best interest of the policy own 
and beneficiaries, the field forces 
the companies themselves.” 
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Allstate Life Hits 
$1 Billion In Force 


(CONTINUED FROM PAGE 1) 
cords for life insurance production into 
oblivion. 

Allstate Life operated only in Illin- 
ois in September, October and Novem- 
per of 1957, and in December was 
licensed in New York. At the end of 
1957, the company had $8 million in 
force. In 1958, the company’s first 
calendar year of operation, the increase 
in insurance in force was $988 million. 

At the end of 1958, Allstate Life was 
operating in 42 states and the District 
of Columbia, but, of course, it did not 
operate in all of these territories for 
the full year. 

The company sets no quota for its 
agents. Allstate Life agents are requir- 
ed to sell the entire package offered 
by Allstate Life and its parent, 
Allstate Ins. Co.—automobile, compre- 
hensive personal liability, A&S, and 
dwelling fire insurance. No agent of 
Allstate Life can sell life insurance un- 
til he has been with the company at 
least six months, and no one is allowed 
to specialize in the life coverages. 

The company made no announce- 
ment when it reached the $100 million 
mark, $500 million or even when $1 
billion was reached in January. 


CCIA Notes NAIC Credit 
Bill Enjoined In N. Y. 


John F. Dobler, administrative as- 
sistant of Consumer Credit Insurance 
Assn. writes: 

In recent issues of THE NATIONAL 
UNDERWRITER, there appeared articles 
dealing with the proposed credit life 
and credit A&H insurance regulations 
of the New Jersey department which 
contained what I would like to point 
out as an erroneous statement. 

The statement was made that the 
law upon which the proposed regula- 
tion is based, the NAIC model credit 
life and credit A&H insurance bill, is 
now in effect in New York and several 
other states, which is clearly not the 
case. 

In only one other state, Michigan, is 
the NAIC model bill in effect. Admit- 
tedly, several states are considering 
proposals based on the model bill in the 
current legislative sessions; a large 
number of these vary substantially 
from the commissioners’ version. 

The only New York law which can 
be said to resemble even remotely the 
NAIC or New Jersey act contains a 
provision that the superintendent dis- 
approve a policy form filing “. . . if 
the premium charge is unreasonable in 
relation to the benefits provided... ” 
The NAIC model bill contains, among 
many others, a provision giving the 
commissioner the power to disapprove 
a policy form “ ... if the benefits 
provided therein are not reasonable in 
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Asks Standards For Class Of Policies 


(CONTINUED FROM PAGE 2) 


” 


relation to the premium charge... , 
a significant difference. 

Although the difference in the “bene- 
fits language” as a basis for policy 
form disapproval is significant, it is 
our belief that under neither provision 
can an insurance commissioner set an 
industry-wide rate (or raise presump- 
tions of unreasonableness on such a 
basis) nor limit such industry rates 
further according to the volume of a 
creditor’s insurance in force. 

But, even if it could successfully be 
argued that either language would give 
a commissioner the power to set an 
industry-wide rate, it is apparent that 
the New Jersey “benefits language” 
would lend less support to _ that 
position. 

In this connection, it should be of 
interest to note that the New York 
department’s Regulation 27-A, which 
is founded on an industry-wide rate 
schedule, is currently, and has been 
since its effective date, Oct. 1, 1958, 
under injunction by the New York 
supreme court in Albany county. 


Ohio Agents’ Annual At 
Dayton To Open May 7 
With Leaders’ Banquet 


A banquet and evening room-hop- 
ping sessions will open the annual 
meeting of Ohio Assn. Of Life Un- 
derwriters May 7-8 at Hotel Miami, 
Dayton. 

The Ohio Leaders Club banquet 
Thursday evening will feature John 
S. Bickley, Ohio State University, who 
will describe “The Marketing Revolu- 
tion.” Room-hopping sessions will be 
led by Donald F. Lau, Massachusetts 
Mutual, Detroit, “Professional Ap- 
proach To Building a _  Clientele;’ 
Philip McGary, Commonwealth Life, 
St. Mathews, Ky., “Promoting Com- 
bination Production—from Agents’ 
and Managers’ Viewpoints;” Judd C. 
Benson, Union Central, Cincinnati, 
“Agency Management,” and William 
J. Kinnally, Northwestern Mutual, 
Milwaukee, “Estate Planning.” 

Solomon S. Huebner, dean of the 
American College, will address the 
education breakfast sponsored by Day- 
ton chapter of CLU Friday. Speakers 
and their subjects on Friday’s pro- 
gram will be Dr. Harry D. Cochran, 


medical director Lincoln National, 
“Underwriting Substandard  Insur- 
ance;” Milton O. Culpepper, super- 


intendent of agencies Metropolitan Life, 
“Industry Developments;” and Jack 
Peckinpaugh, Indianapolis Life, Mun- 
cie, “Sales Is Service.” Robert B. 
Proctor, Connecticut Mutual, New 
York, whose talk is entitled “Some- 
thing Old, Nothing New, Something 
Borrowed, Nothing Blue,” will be the 
luncheon speaker. Commissioner Sto- 
well of Ohio will also address the as- 
sociation. 

A special tour of the Air Force 
Museum at Wright-Patterson air force 
base has been arranged for early reg- 
istrants. 


Ill. AGH Assn. Slates 
Sales Congress May 14 


The annual sales congress of Illinois 
Assn. of A&H Underwriters is sched- 
uled for May 14 at the Pere Marquette 


| Hotel, Peoria. 


Speakers will be Vaughn Woodruff, 
deputy director of the Illinois depart- 
ment; Leon L. Tracy, Bankers L.&C.; 
Rollie Slotten, Inter-State Assurance; 
John Gaule, Mutual Benefit H.&A., and 
Charles Stump, Illinois Mutual L.&C. 

The state board meeting and election 
of officers will be held the preceding 
day. 


cash values are employed, they ap- 
pear in one plan of insurance which 
is substantially different from other 
plans of insurance issued by the com- 
pany. 

“Such a high early cash value policy 
contains (a) differences in the plan of 
insurance, i.e., benefits, premiums, di- 
vidends and premium-paying periods, 
(b) differences in minimum amounts 
of insurance required, (c) differences 
in the distribution of commission ex- 
penses incurred and (d) differences in 
underwriting standards. If there are 
significant differences in all these re- 
spects it would seem proper, we sub- 
mit, to find that a reasonably separate 
class has been established.” 

Mr. Slater said Hancock’s high early 
cash value policy is unique within the 
company in plan, in minimum 
amounts, in the distribution of com- 
mission payments and underwriting 


HEW Report Found 
Unrealistic On Care 
Costs Of The Aged 


; (CONTINUED FROM PAGE 1) | 
fits their conservative estimate is a 


4% increase each year 1960-61 inclu- 
sive, 3% per year 1965-69 inclusive, 
2% per year 1970-74 inclusive and 1% 
per year, 1975-79 inclusive.” 

The HEW report cites as one reason 
against immediate action the growth 
rate of voluntary health insurance 
plans. If it is recognized that health 
insurance may never reach certain 
groups, such as those in long-stay in- 
stitutions and the near-indigent, “the 
present achievement of voluntary in- 
surance in relation to its potential is 
even greater than the 40% coverage 
of persons 65 and over would suggest,” 
the report states. 


Other Pros, Cons Given 


Other reasons advanced in the report 
against legislation now are: A compul- 
sory program would inhibit further ex- 
pansion of voluntary health insurance; 
pressures would develop to extend the 
program still further; the possibility 
that rising costs of medical care would 
be prohibitive; possible extension of the 
program to include the working popu- 
lation; and other assistance programs 
would be hard hit. 

In support of instituting a govern- 
ment program the report presents five 
arguments. They are: The government 
can better and more equitably distri- 
bute the cost burden for such a pro- 
gram than can private industry; vol- 
untary health insurance would be re- 
lieved of the responsibility for insur- 
ing the older aged; the older aged 
would receive more extensive and more 
adequate protection than is presently 
available; the spreading of costs to the 
entire population would result in less 
cost to the individual during his work- 
ing years; and over-all costs of the 
program would be lower due to the 
size of the group involved and the util- 
ization of existing systems of collection. 





No. America Adopts New Symbol 

North America group, of which Life 
of North America is the life insurance 
member, has adopted a new service 
mark—the letters INA in _ white 
against a medium blue oval back- 
ground. The new service mark will be 
used in conjunction with the slogan, 
“Insurance by North America,” as 
primary identification and replaces the 
eagle, corporate symbol of the group 
for 165 years. 
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standards. After explaining in detail 
the supporting evidence for these 
statements, Mr. Slater said that “all 
that is unique about a high early cash 
value is that conservative withdrawal 
rates are employed in computing the 
premiums and non-forefeiture bene- 
fits.” 

“Underwritten pursuant to special- 
ly established standards, the likelihood 
of the policy’s being surrendered is 
greatly minimized and thus the un- 
equal distribution of cost of termina- 
tion benefits between early and late 
terminators becomes thereby a matter 
of lesser importance,” he said. “Cer- 
tainly on other plans of insurance, it 
is also possible for the costs of early 
terminations to be borne by continuing 
policyholders. 


Not Under Section 209 


“The New York department may, of 
course, question the termination rate 
assumptions which have been made 
in this high early cash value policy. 
The adequacy of such assumptions 
should, however, be questioned under 
section 213.10 rather than under sec- 
tion 209. Section 213.10, while not 
mentioning termination rate assump- 
tions clearly, does not prohibit them 
from being employed as an expense 
factor in establishing a class of poli- 
cies. 

“In this company, we have had a 
full year’s lapse experience upon only 
the earliest issues of the policies in 
question—plainly too little to rely 
credibly upon. Such experience does, 
however, indicate that the first year 
lapse rate will prove to be even better 
than that which was assumed.” 

The Hancock statement also raised 
the question of whether the ruling’s 
re-interpretation of premiums for 
purposes of section 213 margins did 
not go beyond the scope of the statute’s 
authority. 


Mass. Mutual Schedules 


Three Regional Meetings 


Massachusetts Mutual has scheduled 
four biennial regional conferences, 
starting with the southern regional 
April 13-15 at the Belleview-Biltmore 
Hotel, Belleair, Fla. The western con- 
ference will be at the El Mirador Hotel, 
Palm Springs, Cal., May 11-13; the 
midwest conference, July 13-15, at the 
Greenbrier Hotel, White Sulphur 
Springs, and the eastern conference, 
also at the Greenbrier, July 16-18. 

Each conference will include ad- 
dresses by Charles H. Schaaff, execu- 
tive vice-president, and Kenneth W. 
Perry, vice-president, presentation of 
sales and service awards, and panel 
discussions, 


United Services Life 
Plans Capital Changes 


Directors of United Services Life 
have approved an increase in author- 
ized capital from $500,000 to $600,000 
and have recommended that a stock 
dividend of 20% to increase paid capital 
to the new amount. 

It is also recommended that there 
be a reduction in the par value from 
200,000 shares of $2.50 par to 600,000 
shares of $1 par which, together with 
the 20% stock dividend, will result in a 
two for one stock split. 

The market on United Services Life 
has been in the range of 170-180. 
Northeastern of Hartford owns 15,000 
shares. 
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“If you think he knows all the answers, 
you ought to talk to my Provident Mutual man!” 


Provident Mutual actively encourages and assists 
its Career Agents to complete L.U.T.C. and 
C.L.U. courses. Provident Mutual also offers a 
continuing program of Company schools and semi- 
nars ranging from basics right up to supervisory 
and management levels; comprehensive field and 
Home Office training; the counsel of advanced un- 


derwriting specialists ; the facilities of a specialized 
Personal Planning Service. 


In these and many other ways, Provident Mutual 
helps make the Career Agent a man whose value 
to his customers, to his Company—and to himself 
— is constantly ‘‘on the grow.” 


Provident Mutual 


Life Insurance Company of Philadelphia 
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